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AGENTS DISCUSS 
PHILADELPHIA ACTION 


Interpretation of “Pledge” Paragraph 
in Treaty Reinsurance Resolution 
Remains in Doubt 


WHAT IS A “PROPER NET LINE?” 


Agents’ Association’s Reinsurance Com- 
mittee Drafts Letter With Regard 
to Situation 


The resolutions of the Association of 
Fire Insurance Agents of Philadelphia 
on the subject of treaty reinsurance, 
aimed at the reinsuring of big lines in 
foreign reinsurance companies, has 
caused considerable of a stir, not only 
because of the attack made on the busi- 
ness of the foreign reinsurance compa- 
nies, but there is a considerable differ- 
ence of opinion as to whether the 
agents can carry out their pledge; 
whether they have made a pledge; and 
also as to what interpretation they will 
put on the expression in the resolution 
“A proper net line.” 

The paragraph in the resolutions 
which has caused the most talk, fol- 
lows: 

It is therefore Resolved: That the 
members of this association do hereby 
pledge themselves, when the observ- 
ance of such pledge does not directly 
conflict with the interests of their 
clients or themselves, not to issue a 
policy on any risk solely controlled by 
them, as brokers, in any company rep- 
resented by them, for an amount larger 
than they would consider a proper net 
line for such company, except for the 
purpose of reinsuring such excess in a 
company or companies represented by 
themselves or until they have first of- 
fered such excess to all companies 
members of the Philadelphia Fire Wn- 
derwriters Association. 

Several representative agents were 
- seen by The Eastern Underwriter this 
week and asked for an expression of 
opinion. 

Hard to Unravel as the Income Tax 

Platt, Yungman & Co., said: “With 
reference to the resolution recently 
passed by the Association of Fire In- 
surance Agents of Philadelphia on the 
subject of Treaty Reinsurance we be- 
lieve that the reason for this action 
was that the agents feel that when 
companies take large lines it deprives 
the agent of the interchange of busi- 
hess with other agents which would 
otherwise result. 

“We cannot answer your question as 
to what is regarded as a ‘proper net 
line’ and we believe that as many ques- 
tions could arise under this heading as 
have come up under the Federal in- 
come tax proposition. 

“With regard to a pledge among mem- 
bers to adhere to the resolution, we 
wish to advise you that no such action 

(Continued on page 12) 
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GENERAL ACCIDENT 
FIRE AND LIFE 


ASSURANCE CORPORATION, Ltd. 


OF PERTH, SCOTLAND 


UNITED STATES HEAD OFFICE 


55 John Street, New York, N. Y. 


C. NORIE-MILLER, United States Manager 





Financial Statement as at December 31, 1914 


ASSETS 


Bonds and Stocks, Market Value .$1,987,360.00 
Real Estate, Market Value 180,000.00 
First Mortgages on Real Estate. . 15,500.00 
Cash on hand and in Bank 75.543.21 
Interest due and accrued 27,227.90 
Premiums in course of collection 

(within 90 days) 


Special Cash Deposits 12,500.00 





$2,827,363.11 


LIABILITIES 


$946,099.23 
1,164,161.45 
66,184.96 


Reserve for Losses 

Reserve for Reinsurance 

Reserve for State Fees and Taxes 

Reserve for Commissions on out- 
standing premuims and _ all 


other liabilities 31 5104 54 


$2,490,756.18 


SURPLUS TO POLICYHOLDERS 336,606.93 


$2.827,363.11 





METROPOLITAN DEPARTMENT 


111 William Street, New York, N. Y. 














=| COMPANIES AGREE 
TO RE-ENTER TEXAS 


Will Invest Upward of $35,000,000 in 
Next Five Years, Governor is 
Promised 


MUST REPEAL ROBERTSON LAW 


Foreign Companies Withdrew in 1907 
Because of Compulsory Investment 
Legislation 


Foreign life insurance companies 
which withdrew from Texas in 1907 on 
account of the Robertson insurance law 
have agreed to invest upward of $35, 
000,000 in Texas within the next five 
years and to pay last year’s taxes, 
which aggregate approximately $150,- 
000, in the event the Gibson bill, which 
amends the Robertson law, is enacted 
by the legislature This proposition 
was submitted by Governor Ferguson 
to the senate committee on insurance, 
which gave a hearing on the Gibson 
bill. 

The principal feature and change 
made in the Robertson insurance law 
by the Gibson bill is the repeal of that 
portion of the Robertson law which 
makes it compulsory for life insurance 
companies to invest 75 per cent. of 
their reserves on Texa busines in 
Texas securities, and in lieu of that 
mandatory feature, the Gibson bill pro 
vides for a graduated tax of 3 per cent 
when no investment is made, 2% per 
cent. when the companies invest as 
much as 50 per cent. and 2% per cent. 
when they invest 75 per cent. of their 
reserves of Texas business in Texas 
securities, and 2 per cent. when the in- 
vestment is 100 per cent. Some 
changes are also made in the definition 
of Texas securities, which liberalizes 
the class of securities to be invested. 


Waives Payment of the Back Taxes 


The bill also repeals that feature of 
the Robertson law which requires the 
payment of back taxes by the compa- 
nies and permits them to come back 
without paying this tax 

The governor presented figures show- 
ing that the executive heads of sev- 
eral companies have agreed to make 
investments which the governor be- 
lieves will be upward of $35,000,000. 

The statement of Governor Ferguson 
in part follows 

“The foreign insurance companies 
want to come back, not because they 
love us or through any sentimentality, 
but because they consider it a great field 
both for investment and for the writ 
ing of insurance. They realize, as we 
realize, that we are an empire within 
ourselves, and that this is a land in 
which every financial institution of 
this country will consider itself incom- 
plete until they have installed them- 
selves and allowed money to come into 
this field 

Want Repeal of Robertson Law 

“Soon after the November election the 
question was broached to me as the 
probable and incoming governor, the 
question of passage of what is known 
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as the Gibson bill or some similar leg- 
islation and there waited upon me in 
my home town of Temple a committee 
of Texas citizens who said that they 
thought that the Robertson law ought 
to be repealed and the companies in- 
vited to come in. I called at once to 
mind my own platform statement upon 
that question and I said, ‘Gentlemen, I 
could not consider this question unless 
we were assured by conditions and 
agreements which would guarantee us 
in acting upon it that some great ma- 
terial benefit would come to the coun- 
try as the result of the passage of the 
legislation which you propose, and so 
far as I.am concerned unless a 
tangible proposition is offered to the 
people of Texas showing that in this 
great time of disaster and depression 
these companies are going to use their 
funds to help us and will not wait until 
the business grows, but will meet the 
situation now and come in and help us 
over this time of depression, I would 
be opposed to any modification of the 
Robertson law. Naturally that would 
be the feeling of every citizen.’ : 
Texas Companies Investing in Texas 
“Our own companies are confining 
their investments to Texas and natu- 


rally no degree of legislation that 





uld take away from the rights which 

y n enjoy unless that correspond- 

benefit would and could come to 
the people of the State. 


“Soon thereafter Mr. Pierson, secre- 
tary of the New York Life Insurance 
Company, together with Lewis Worth- 
man, now a member of the house, 
called on me at Temple and said they 
wanted to discuss the question of the 
re-entry of that company into Texas. I 


then reiterate j 


1 to him, just as I now 


reiterate to you, that unless this com- 
pany and other companies would as 
sure the people in unmistakabie terms 


hat they would loan large amounts of 
money, I would not look with favor on 
ny modification of the Robertson law 

“At that time the New York man, 
Mr. Pierson, said that so far as his 
company was concerned that they were 

rfectly willing to come back to Texas 
and were seeking opportunity to come 
hack to Texas and that at that time 
had many millions of dollars awaiting 
investment in farm mortgages and 
other Texas securities, and that they 
wanted an opportunity to come back 
to Texas. 

“Soon thereafter another delegation 
waited upon me at Temple, headed by 
Robert Lynn Cox, general counsel and 
manager of the Association of Life In- 
surance Presidents With him was a 
large delegation from Dallas and some 
from Fort Worth, total about 25 or 30 
people. It was there that we went into 
the same discussion along the lines 
that I have related, and I told him that 
there had to be some evidence that the 
companies would invest their money in 
Texas securities At that time, during 
this conference I asked Mr. Cox to give 
me some tangible proposition which I 
can put up to my people, and that if 
you really mean business I will give 
this—etc., and that if you will invest in 
Texas within the next five years, $50,- 


000,000, $10,000,000 a year, at rate not 
exceeding 6 per cent. and make liberal 
advances upon property valuations in 
Texas. 

Governor Will Take Responsibility 

“I will take and shoulder the respon- 
sibility so far as my reputation is con- 
cerned, and ask a modification of the 
Robertson law and the passage of the 
Gibson bill,” said the governor. 

“After much discussion in this con- 
nection with Maurice E. Locke, repre- 
senting a great many of the life insur- 
ance companies, who was present at 
many of the negotiations, and after 
much discussion both pro and con, and 
a great deal of correspondence between 
the companies, arrived at the proposi- 
tion that the companies should make 
to me a proposition by telegram and 
to be confirmed by mail to this effect, 
not sO much to me personally, but as 
governor of Texas. It was agreed that 
the companies should wire me a tele- 
gram and confirm it by mail, every 
company acting for itself and with no 
preconceived agreement other than the 
fact that they all knew about it, that if 
the Gibson bill shall become a law, 
each company would regard it as an 
invitation to return to Texas for both 
the writing of insurance and the mak- 
ing of investments, and will be glad to 
do so without unnecessary delay and 
to proceed promptly with the transac- 
tion of business in both departments; 
if legal or business conditions do not 
change unexpectedly for the worse, and 
if real estate mortgages and public se- 
curities in every way conforming to its 
generally required margins of security 
and its other regularly established 
standards of safety and profit are of- 
fered to that amount, it hopes and be- 
lieves that it will be able to invest in 
Texas, progressively within five years, 

much as a certain amount, and it 
will endeavor in good faith to do so. 

Six Per Cent to Be Maximum Rate 

“Six per cent. net to it is the maxi- 
mum rate which it will expect to real- 
iez on Texas investments, and so far 
as it reasonably may, it will try to pre- 
vent the making of extortionate charg- 
es by middlemen. 

“Commitments by insurance compa- 
nies follow: 

New York Life Insurance 

Company, New York..... $10,000,000 
Metropolitan Life Insurance 


Company, New York...... 7,500,000 
Prudential Life Insurance 

Company, Newark, N. J... 5,000,000 
Mutual Benefit Life Insur- 

ance Company, Newark, 

ee a ee ree 2,500,000 
Massachusetts Mutual Life 

Insurance Co., Springfield, 

Massachusetts ........... 1,000,000 


Provident Life and _ Trust 
Co., Philadelphia, Pa...... 
Fidelity Mutual Life Insur- 


1,000,000 


ance Co., Philadelphia, Pa. 1,000,000 
termania Life Insurance Co., 

PO GE, oe kbc aweceneckes 750,000 
Home Life Insurance (Co., 

ee 500,000 


“T received in pursuance of that 
agreement at that time less than $20,- 
(Continued on page 9) 





MSURAMLE 


MINT 


SAN ANTORIOe “ 
*DELRI COMPANY » < 


Dec. 31, 1909 
Dec. 31, 1910 


Dec. 31, 1911 
Dec. 31, 1912 
Dec. 31, 1913 


. 3. RICE, President 





1,306,689.41 
1,500,835.10 
Sept. 30, 1914 1,815,302.46 


GREAT SOUTHERN 


Life Insurance Company 


HOUSTON, TEXAS 


OUR RECORD 





COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 

GROSS ASSETS (paid-for basis) 
$655,004.93 $992,000.00 
1,057,016.02 5,352,260.00 
1,128,912.85 10,057,028.00 





FOR AGENCY CONTRACTS ADDRESS 


O. S. CARLTON, Vice-President - - 


J. T. SCOTT, Treasurer 


14,859,856.00 
23,650,512.00 
30,630,355.00 


HOUSTON, TEXAS 








Pan-American Life Insurance Company 


New Orleans, Louisiana 


C. H. ELLIS, President 


Total Insurance in force ..... 


Total Resources 


....- Cover) 


rere (over) 





We have a few attractive openings for high class life insurance men throughout 


our territory. 


If interested, write for full particulars, also ask for a description of our New 


Double Indemnity and Accident Benefit Policy. 


It's a Winner. 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Bank Building 


New Orleans, Louisiana 


PY draws hae om $18,000,000.00 
2,500,000.00 











OPPORTUNITY IN TEXAS 





A personal producer, having ability to 
handle men who want to grow and possesses 
a disposition to apply the energy necessary to 
progress, can secure an attractive connection 
with a progressive young life insurance com- 


pany, in Texas. 


If interested, and can deliver the goods, write 


“TEXAS” 


Care of The Eastern Underwriter 
105 William Street, New York City, N. Y. 

















HOME OFFICE, 


Superior Financial Strength 
Liberal Agency Contracts 
Are four desirable elements which render representation pleasant and _ profitable. 


THE GERMANIA LIFE INSURANCE COMPANY 


From the Fieldman’s Standpoint 


Modern and Attractive Policies 
Home Office Co-operation 


OF NEW YORK 


For full information address: 


50 Union Square, 


Has all these as well as other advantages to offer to the Right Man. 


NEW YORK, N. Y. 
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New York State Co.s 
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POPULARITY OF PLANS 





Northwestern Mutual’s Total Life Plan 
Writings Compared to Other 
Forms Given 
The Northwestern Mutual Life an- 
nounces amounts of insurance issued in 
1913 and 1914 on various plans, show- 
ing which are most popular. Some of 

figures follow: 


1914 1913 
Ordinary Life ...... 41.95% 44.12% 
20 Pay. Life ........29.24 26.92 
20 Your. TQM. 40.05 4.29 4.02 
Tetnt Te occ css sve 7.68 7.24 

Corporation and Partnership 

Ordinary Life ....... 2.91 2.94 
2, a eee 63 32 
70 TORR. Bee scacees 16 siete 
Convertible Term .... 2.16 1.93 


V. W. KENNEY, PRESIDENT 
V. W. Kenney, manager of the Cen- 
tral Pennsylvania district of the Con- 


necticut Mutua] Life, was elected presi- 
of the Central j 
of Life Underwriters 
last meeting. T. J. 
st, were elected vice- 
secretary-treasurer, 


banquet of the 
tion will be held in April. 

y, before coming to Harris- 
in Philadelphia, i 
and Springfield, i 
more than ten years. 


4 Ww ho has been appointed 
State agent of the Philadelphia Life in 
Michigan is a prominent lawyer in Port 
graduate of Cornell, is associated with 
him in the State agency. 





Henry Staples, of the Union Central, 
has been elected president of the Blue 
Grass Association of Life Underwriters, 





Figures Showing 1914 Business in New York State 


New York State, 1914. 


Ins. written Ins. lapsed = s. in force 
in 1914 in 1914 Dec. 31, 1914 
$28,070,710 $23,796,837 $316, 000, 781 

ae = sw bbe ce 22,500 
2,218,894 1,357,653 3,593,752 
1,718,435 1,320,193 19,380,503 

870,382 941,303 8,510,315 


48,934,554 22,866,306 249,090,380 
54,925,123 42,248,795 349,571,631 


25,602,406 18,240,499 247,293,872 
35,393,429 21,077,51u “— 921,570 
1,055,081 564,337 4,326,174 
678,291 908,491 5,410,589 
1,126,963 1,220,467 9,771,956 
577,845 718,657 5,910,139 
$7,982,839 $5,596,268 $52,239,306 
538,000 778,000 6,068,000 
1,087,348 914,531 10,709,672 
75,685 200,021 1,305,984 
4,096,609 3,406,667 7,228,420 
413,800 575,495 4,908,941 
wad ieee 263 4,343 
5,014,168 2,073,490 25,245,982 
4,365,719 3,873,958 49,208,282 
1,999,875 1,273,320 11,222,648 
14,891,761 8,193,791 79,881,931 
25,195,188 19,827,193 142,643,101 
5,281,508 2,642,163 49,515,121 
10,555,914 5,013,591 89,092,121 
1,211,729 1,181,761 16,477,446 
4,882,818 2,429,648 32,828,655 
16,485,140 8,456,276 220,413,788 
10,591,265 6,442,394 86,103,233 
2,858,595 2,341,985 24,410,928 
ey 1,772,511 9,161,944 
4,343,187 3,476,303 36,541,026 
33,086,392 16,321,972 204,719,144 
73,325 »,449 53,291,912 360,083,941 
3,636,209 2,151,711 25,318,597 
15,382,331 7,434,081 76,540,178 
4,590,152 2,020,354 26,843,704 
349,267 506,426 - 5,461,715 
79,205 13,732 1,992,376 
2,368,047 2,213,791 1,925,918 


ALBANY LECTURES 


Henry H. Kohn, E. B. Cantine and S. 
G. Landon in Business College 
Course 


Before an audience of 75 members 
of the Albany Business College, Henry 
H. Kohn recently delivered the first 
of a series of lectures on life insurance 
arranged for by the Committee on Pub 
licity and Education of the Capitol Dis- 
trict Life Underwriters’ Association 
His theme was the history of life in- 
surance from its earliest beginnings 
down to its present day development 

So thorough a success did the lecture 
prove itself, that the two succeeding 
‘ectures of the course, to be given by 
E. B. Cantine and S. G. Landon, both 
of Albany, are eagerly anticipated by 
the school. 

The $100,000 Club of the Illinois Life 
will meet in August. 


DISCUSSION OF LARGE LINES 
NOT UNWISE TO WRITE THEM 


Companies Carrying Heavy Insurance 
on Individual Lines Average 
Up a Profit 

Several of the larger companies have 
no stated limit as to the amount of 
insurance they will write on a single 
life, but they do limit the amount which 
they will carry on one risk, usually 
$250,000, the excess if any being re- 
insured in other companies The ob- 
jection is sometimes made, however, 
that it is unwise for any company to 
write a risk for even $250,000, for the 
reason that no company has a class 
of such policies sufficiently large to 
get the benefit of the law of average. 

This position is fallacious. To illus- 
trate: Let us suppose that a certain 
company has 4,000 risks of $250,000 
each, making an aggregate amount of 
insurance in force of $1,000,000,000 
Such a company would probably be con- 
ceded by all to be operating on a safe 
basis, for 4,000 risks of any size may 
be conceded to be a sufficient class 
Take now a second company with a 
single risk of $250,000 and 399,900 poli- 
cies of $2,500 each, the whole amount 
in force again aggregating $1,000,000,- 
000. This is an extreme case—a great 
company with a billion of insurance 
on its books and a single risk of 
$250,000 

Nevertheless, it is at once obvious 
that the latter company is at least 
quite as safe as the former. The first 
‘ompany with 4,000 risks of $250,000 
each is certainly as safe as any other 
company with 4,000 risks of a smaller 
amount, according to the law of aver- 
age. However, it must expect the usual 
number of death claims, and each one 
will be for $250,000 

The second company, with the same 
amount of insurance in force, one billion 
dollars, with presumably the same 
amount of assets and surplus, has only 
one risk of $250,000 and 399,900 poli- 
cies of a smaller amount. With §1,- 
000,000,000 of insurance in force, its 
normal mortality would be fifteen to 
eighteen millions yearly, and a single 
loss of $250,000 would not affect the 
average yearly claims materially. Be 
sides, it has only one chance in 399,901 
of incurring a loss of that amount 


BRUST ELECTED PRESIDENT 


Charles M. Brust, the new president 


of the Pittsburgh Association of Life 
Underwriters 6 years old He is 
general ent of the State Mutual Life 


of Worcester! W. C. Lyne and T. J. 
Danner were elected vice-presidents: J 
M. Kistler, treasurer; George W. Rayn, 


ecretar} 


J. W. Taylor, retiring Commissioner 
of Tennessee, has joined Ed. H. Hurst, 
Knoxville, in the Tennessee State agen- 
\ f the New England Mutual Life. 














AMERICAN CENTRAL LIFE 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address 


Herbert M. Woollen, President 
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COMPANIES OF NEW JERSEY policies in Force Dec. 31, 1913 Policies Issued in 1914 



























No. Amount No. Amount 

ES 5. oo Gaskins ca eelsnwos 2,810 $2,952,068 893 $717.161 
Shamoah thenstit tea ean eee 13,434 41,010,285 1,498 4,757,016 
oe | Ore eer 79,130 92,441,722 16,219 18,781,320 
COMPANIES OF OTHER STATES ‘ 

Pe erro rrr ere rer 3,720 9,837,517 1,054 3,978,147 
American Assurance......... 142 123,144 256 165,000 
Bankers, OWS: ..2.scccvccees 522 1,141,500 , 3 71,000 
NE ci nccecs sth weaens 743 2,106,496 58 167,470 
Columbia National........... 206 702,274 25 88,664 
Connecticut General......... 630 2,548,139 175 807,085 
Connecticut Mutual.......... 1,610 5,067,316 313 1,073,860 
Equitable, N. Y........+.-+-- 15,187 46,376,035 2,049 5,605,842 
Wawitable, FOWR.....sccccccss  seosee § _ severe 72 135,750 
Fidelity Mutual.........s- 1,689 3,357,308 252 606,634 
I Nay a cies cacvonwels 619 1,736,584 188 602,835 
OS ee err rrerr ye rr 144 422,957 157 351,414 
Home, New York ..........- 1,312 3,901,870 157 465,766 
John Hancock...........e+e. 6,750 11,615,815 1,222 2,076,392 
ee eee ae ce 650 1,267,510 54 136,566 
Massachusetts Mutual....... 3,076 10,353,439 403 1,490,989 
Metropolitan .........-+.seee0- 67,523 60,686;415 14,026 12,804,065 
SS Oo er ee 11,337 29,674,425 923 3,607,198 
National, Vermont........... 650 1,887,716 30 107,473 
New England Mutual......... 1,742 5,808,554 399 1,238,801 
eee 18,686 42,590,842 2,678 6,848,396 
North American............. 1,13 2,455,216 214 2,962,246 
Northwestern Mutual........ 7,922 27,511,499 715 3,539,060 
Pacific Mutual............... 165 342,534 6 19,941 
SRE, NS ois vi nie wit W.00dee wale 6,569 23,386,722 855 3,636,214 
Philadelphia Life............ 1,483 3,243,676 253 660,581 
oo a” | are 1,103 3,133,133 114 352,528 
Provident L. & T.......ese0 7,524 20,346,393 847 2,522,928 
Presse LATS. 0c cveesiesss 63 319,822 93 523,539 
Security Mutual... ....ccsser 442 843,070 174 385,468 
State Mutual..............-- 1,344 3,526,980 300 847,368 
NGS ETT re Tee Tee ce 227 342,364 10 31,000 
Poo, cer 3,237 11,738,129 894 4,894,373 
WIG COMWEl. 06 cc cevccoess 836 2,910,886 323 1,774,600 
Darton Mutual... 5. .ccccsose 421 1,032,689 20 80,012 
TOMMOE GtAtOS ..c cvicccsccscees 445 1,026,270 41 116,240 


American Assurance......... 4,035 $730,878 5,246 $828,868 
URNS © b.y6-0 0'54.0:aie wae enews 90,43 11,390,960 30,971 3,859,288 
NN 5 cc rae nd etwws Meanie 33 a: Wott e eee 
Po ee 134,892 23,699,537 29,045 5,023,776 
te 905,874 118,692,573 121,871 16,429,319 
PES. iSce i wanes seieaws 1,389,760 177,600,499 207,539 33,659,979 

SMALL BUSINESS PARTNERS shaken by the death of one of these 


— individuals, as there will be ready cash 


BUSINESS OF LIFE COMPANIES IN NEW JERSEY FOR 1914 
ORDINARY LIFE 


INDUSTRIAL 





Policies Ceased in 1914 Policies in Force Dec. 31. 1914 Premiums Claims 
No. Amount No. Amount Received Paid 
290 $297,118 3,413 $3,372,111 $107,585 $36,946 
720 2,024,713 14,212 43,742,588 1,306,585 418,469 

9,936 11,749,659 85,413 99,473,383 2,824,281 943,812 
958 2,143,979 3,816 11,671,685 314,863 235,966 
178 102,434 220 185,680 5,097 500 

72 168,000 481 1,044,500 9,250 8,000 
68 175,176 733 2,098,790 52,833 21,163 
36 108,351 195 682,587 22,239 2,000 
66 333,063 - 739 3,022,161 74,477 10,799 
242 706,901 1,681 5,434,275 172,562 92,775 
1,723 5,271,558 15,513 46,719,319 1,164,655 782,333 
8 16,000 64 119,750 1 ao 
206 603,739 1,735 3,560,203 126,514 42,647 
109 403,085 698 1,936,338 64,570 39,412 
79 155,712 222 618,659 ee: ° . weesge 
118 364,766 1,351 4,002,761 102,476 48,786 
736 1,465,601 7,236 12,226,606 399,016 101,558 
103 312,549 601 1,091,527 30,305 109,557 
174 763,066 3,305 11,081,362 346,608 104,507 

8,722 7,686,033 72,827 65,804,447 2,473,508 754,623 
765 2,800,958 11,495 36,480,665 819,432 1,132,484 

40 190,402 640 1,804,787 61,813 69,359 
274 1,080,094 1,867 5,967,261 174,070 48,591 

2,016 5,434,627 19,348 44,004,611 1,070,141 969,128 
278 675,992 1,075 2,286,254 71,934 21,967 
595 2,751,518 8,042 28,299,041 398,744 375,455 

9 26,237 162 336,238 7,367 1,155 

719 2,694,558 6,705 24,328,378 715,216 269,686 
310 686,393 1,426 3,217,864 113,656 42,824 
97 300,584 1,120 3,185,077 93,174 68,106 
545 1,616,786 7,826 21,252,535 778,900 196,316 
72 374,861 84 468,500 Cemr 2 28=StiéS wR 

128 254,964 488 973,574 29,369 14,461 
220 840,288 1,424 3,534,066 116,042 71.264 

17 50,699 220 322,665 12,664 872 

468 3,186,203 3,663 13,446,299 357,218 109,596 
104 516,837 1,058 4,168,649 110,016 62,446 

42 149,808 399 962,886 33,145 15,106 

68 155,823 418 986,687 24,063 38,097 
5,646 984,942 3,638 $574,804 $10,014 $11,208 
28,996 3,783,761 92,413 11,466,433 412,905 131,991 
16 2,030 126 16,227 35 1,256 
20,971 3,547,889 142,966 25,175,424 878,252 329,268 
81,603 13,461,925 946,142 121,659,967 4,176,078 1,750,527 
139,485 23,584,289 1,457,813 187,676,189 6,476,674 2,214,880 





will be determined how many men will 
take the trip at the expense of the 


SOUTHLAND LIFE GROWING 














They are Just as Good Insurance Pros- 
pects as Are Larger Concerns 
Says Writer 
The great business houses have found 
it necessary and profitable to protect 
their interests by insuring the lives of 
the heads of the business, says. the 
American Central Life Insurance Com- 
pany, of Indianapolis. This insurance 


on hand to steady it. 

There must be a period when the 
loss of this.partner’s services and per- 
sonality will be severely felt. The pro- 
ceeds of his policy will greatly lessen 
the burden. 

The heirs of a deceased partner might 
easily seriously hamper the _ future 
policy of the concern unless ready 
money is available to buy out their in- 
terests. 


Agents Using Every Effort to Win Trip Company. 
The friendly relationship that has al 


to San Francisco—Forget 
the War 

The field force of the Southland Life, 
when the war started, turned their at- 
tention toward bigger business exclu- 
sively, with the result that the Compa- 
ny’s business for the last quarter of 
1914 exceeded that of the preceding 
year, and the new business since Janu- 
ary is more than double that of the first 


ways existed between 


the 


Southland’s 


field force and its home office manage- 
ment, has tied the combination togeth- 
er as a co-operative force, and has at- 
tracted the attention of capable men in 


Texas and adjoining States. 
of new names 


have 


A number 
appeared 


on the 


Company’s agency rol! since January 1. 





WRITES FIFTY BANKERS 


To any careful business man who will 
for the benefit of the business. give the matter a little thought a num- 
Such “business insurance” is, how- ber of complications will suggest them- 
ae ‘ selves as likely to follow the untimely 
ever, much more important to those qeath of a business partner that only 
smaller concerns whose continuation the possession of ready cash secured 
and prosperity so largely depend upon from some source outside of the busi- 
one or two individuals. ness itself will enable him to success- 
The credit of the concern will not be fully overcome. 


is paid for out of the business, and is 

















Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 
By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 

“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 


two months of 1914. C, H. Rosenbaum, Chicago represen- 

President Stephenson said: “The tative of the Bankers Life of Des 
men worked out of the old year into the Moines, has in eight months written in- 
new without missing a step and there surance on the lives of fifty Chicago 
will be no cessation of effort until July bankers. This is believed to be a new 
1.”. The Company will hold its annual record in the insurance _ business. 
agency convention in San Francisco Among the men written by Mr. Rosen- 
this year, and interest in the coming baum are some of the best known 
event is growing daily. By July 1 it financiers of the nation. 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 
New policies with modern provisions Attractive literature 


W. D. Wyman, President W. S. Weld, Supt. of Agencies 














THE UNITED STATES LIFE INSURANCE COMPANY 


1850 IN THE CITY OF NEW YORK 1914 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in life insurance or not, may make direct contracts with this 
Compeny, for a limited territory if desired, and secure for themselves, in addition to first year’s cam- 
missic a renewal! interest insuring an income for the future. Address the Company at its Home 
Office, 277 Broadway. New York City. 

JOHN P. MUNN, M. D., President 
FINANCE {CLARENCE H. KELSEY, Pres. Title Guarantee and Trust Co 
COMMFITER (WILLIAM H. PORTER, Banker EDWARD TOWNSEND, Pres. Importers and Tradere Nat. Bank 
. 

















REMEMBER 


The Texas Life Insurance Company 
OF WACO, TEXAS 
Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 
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SCHEIDE TALKS REINSURANCE 


TALKS AT HARTFORD INSTITUTE 








Commissioner Mansfield’s Reinsurance 
Views More Advanced Than Other 
Department Heads 





William C. Scheide, of William C. 
Scheide & Co., Hartford, in a talk be- 
fore the Hartford Insurance Institute 
a few days ago on reinsurance said: 

It has been said that the function of 
reinsurance in the internal economy of 
insurance is like that of a digestive 
tablet in the stomach of a gourmand— 
it is a help to the gratification of an 
inordinate appetite, and assists the 
process of assimilation and elimination 
-but while this is not a beautiful 
simile and one can neither admit that 
all insurance companies are gourmands 
in their appetite for business, nor that 
reinsurance companies are concentra- 
tions of gastric juices, it may never- 
theless be admitted that there is some 
such similarity of function, at least to 
the extent that reinsurance is actually 
an internal and not an external process 
in the insurance business. It is in fact 
a highly important part of the general 
plan or system of modern competition 
for business, and is not merely help- 
ful, but quite necessary to both com- 
pany and agent. 

In obligatory, or automatic reinsur- 
ance treaties, the reinsurer undertakes 
to abide by the underwriting practice, 
or the selection of risks, and also the 
settlement of claims as made by the 
direct insuritg company, thereby plac- 
ing complete reliance on the judgment 
and efficiency of the various officers 
and employes who handle the business 
in detail, and it is only in very rare 
instances that any such person has 
failed to live up to this trust by dis- 
criminating against the reinsurer for 
the benefit of his own company. On 
the other hand, the reinsurance com- 
panies have been conspicuously liberal! 
in the allowances they have made for 
errors, omissions or other non-conformi- 
ties. 

Gross Basis Plan. 

In the life business there are several! 
aistinct methods of reinsuring. In ons3 
plan which I will call the “gross basis,’ 
which is actually ‘“‘coinsurance basis,” 
which is actually coinsurance (with the 
right to participate in the settlement 
or defense of claims eliminated) the 
reinsuring company becomes liable to 
the insuring company under precisely 
the same terms and conditions as are 
contained in the respective policy, and 
the same premium rate, and values. 
The reinsurer reimburses the insuring 
company for first years and renewal 
commission, and for dividends if the 
policy is participating, and the net re- 
sult (aside from overhead expenses of 
management, etc.) is therefore the 
same for both companies. The origi- 
nal insuring company makes no protit 
from mortality, or loading or interest, 
on the portion of its policy which is 
thus reinsured, and subjects itself to 
the labor and responsibility of attend- 
ing to the reinsurance merely for the 
sake of accommodating its agents with 
larger writing capacity. This plan is 
just now enjoying wide favor among 
the numerous life companies of the 
middle western states who are willing 
to experiment with almost anything, 
but who may in the course of time 
realize its material disadvantages when 


some of the coinsurers see fit to take 
advantage of technicalities and leave 
the original insurers to discharge the 
whole liability under a policy of large 
amount. 

Net Basis Plans 

Azother plan which may be called 
reinsurance on the “net basis,” is noth- 
ing more than coverage of the death 
risk, perhaps also including the dis- 
ability feature of the policy. Under 
this method the amount of reinsurance 
is based upon the net exposure under 
the respective plan of policy, and the 
actual amount of reinsurance diminish- 
es from year to year to the exact ex- 
tent that the net amount at risk under 
the original policy is diminished by 
the accumulation of reserves. As the 
amount of reinsurance changes and re- 
duces each year the coverage is arrang- 
ed on the one year term plan, but is 
obligatorily renewable for a _ pre- 
arranged term of years, which may 
be the whole life of the insured, or 
may be the premium paying period of 
a limited payment policy, or may other- 
wise be limited by mutual agreement 
but in any event it supplies reinsur- 
ance cover for the actual amount need- 
ed and for the term needed. 

Rates 

The premium rate of one of the large 
Hartford companies for a whole life, 
non-participating policy at age 35 is 
$21.66, and the premium rate for the 
first year’s reinsurance of such a policy 
would be $8.91, thus leaving the com- 
pany a liberal margin for commissions 
and other expenses on the part of the 
policy which is reinsured. In some in- 
stances the commission cost of new 
business does not leave a sufficient 
balance of the first year’s premium to 
enable the insuring company to rein- 
sure without a slight monetary loss, 
but this is usually overcome in the 
second year, and thereafter the com- 
pany finds a margin of profit in its re- 
insurance account which increases 
slightly as the years advance, and is 
quite enough to compensate them for 
the labor and responsibility of attend- 
ing to the reinsurance. A similar mar- 
gin of profit does not exist in the “gross 
basis” just mentioned. 

The insurance commissioner of the 
state of Connecticut seems to be far 
in the lead of his colleagues in his 
attitude toward the reinsurance busi- 
ness and it is to be hoped that his 
views will ultimately prevail and will 
be embodied in legislation in this and 
other States. 


EQUITABLE DISABILITY CLAUSE 


In consideration of a small additional 
premium, the Equitable Life Assurance 
Society inserts in its policy forms a 
clause providing that if a policyholder, 
before attaining the age of sixty years 
and after the policy has been in force 
one year and before default in the pay- 
ment of any subsequent premiums, fur- 
nishes due proof that he has become 
permanently disabled and is thereby 
prevented from following any gainful 
occupation and that disability has at 
the time existed for not less than sixty 
days, the payment of premiums will be 
waived. 


John B. Lunger, vice-president of the 
Equitable Life Assurance Society, was 
on the panel from which Thaw jurors 
were drawn. He declared that he had 
positive opinions about the case and 
was excused. 





General Agency Opportunities 








To FIVE men who appreciate the value of an UNPAR- 
ALLELED COMPANY RECORD of PROGRESS while 
furnishing life insurance at the LOWEST NET COST, we 
can offer valuable connections in several states, mostly 
EASTERN TERRITORY. All correspondence confidential. 
If interested address, GENERAL AGENT, Care of The 
Eastern Underwriter, 105 William Street, New York City. 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 


- . 
ee ee 








A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 


all members. ; 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
Ah reserve 














“At the Head of the Nation” 





Equitable Life Insurance Company 
of the District of Columbia 





MEN WHO KNOW HOW can secure service contracts 
that will enable them to sell the Best Standard Insur- 
ance Policies, both Ordinary and Industrial. Terri- 
tory—District of Columbia, Delaware, West Virginia, 


and Ohio. 














ee HENRY P. BLAIR 
i JOSEPH SANDERS 
and V. P. & Gen. Mgr........ WM. A. BENNETT 
EY “inkanasusncctynsdeant ALLEN C. CLARE 
ED erekcnasiasscessiyl GILBERT A. CLARE 


Equitable a ay 
Washington, D. C. 











Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘o/dest company in America’”’ 
mean certain success for you. 


For Terms to Introducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N.Y. 
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THE ENDOWMENT POLICY 


By M. Albert Linton, Siethematicion of Provident Life and 
Trust Co., Philadelphia 








Endowment insurance has frequent- 
ly been misunderstood. The text books 
invariably explain it in a manner that 
suggests the thought that the endow- 
ment policy is essentially different in 
principle from the whole life policy. 
They analyze the endowment policy 
into (1) pure-endowment insurance and 
(2) term insurance, but the life policy 
they explain in an entirely different 
manner. This is a mistake. The two 
policies are remarkably similar—they 
involve exactly the same _ elements. 
But the endowment combines these ele- 
ments in such proportion that it is as 
an immense improvement upon the life 
policy. The purpose of this paper is 
to show clearly this fact, and to pre- 
sent an analysis of the endowment 
policy which does away with the pure- 
endowment conception; substituting 
therefor the saving-fund conception. It 
is believed that for explaining the 
modern life insurance policy with its 
guaranteed cash values, the followins 
explanation is much more adequate and 
accurate than the one which employs 
the theory of pure-endowment insur- 
ance. 

For the purpose of illustration, con- 
sider a $1,000 “Endowment at 65,” a 
Forty-year Endowment, taken on the 
life of a young man age 25. The pur- 
pose of this contract is to provide in- 
surance protection during the years of 
active manhood and to provide support 
for the insured during his old age. 
Under this contract the beneficiary re- 
ceives the face of the policy upon the 
death of the insured, should death oc- 
cur before age 65. If the insured lives 
to age 65—the age when, according to 
statistics, more than 90 out of every 
100 men are dependent—he himself re- 
ceives the full amount of the policy. It 
may be mentioned in passing that 
according to the experience of a cer- 
tain company, 66 out of every 100 men 
who insu-e at age 25 do live to age 65. 

Accumulations 

The first step in our analysis is to 
determine what sum, payable at the 
beginning of each year, will accumu- 
late at compound interest to $1,000 in 
40 years. As the contract is to extend 
over so long a period, we assume a con- 
servative rate of interest, say 3% per 
cent., and find that the required sum is 
$11.43. In other words, $11.43 paid at 
the beginning of each year, together 
with 3% per cent. interest upon ac- 
cumulated funds, will produce $1,000 at 
the end of 40 years. At the end of 
10 years the accumulation will be $139, 
at the end of 20 years, $334, and at the 
end of 30 years, $611. If, therefore, the 
contract were merely one of compound 
interest—an ordinary savings fund 
contract—the amount payable should 
death occur within the 40 years, would 
be simply the accumulation of princi- 
pal and interest, of which the above 
three amounts are examples. 

Suppose, however, we devise as an 
accompaniment to the above, an insur- 
ance policy under which, should death 
occur before age 65, the amount pay- 
able will be the amount by which the 
accumulation of the annual payments 
of $11.43 falls short of $1,000. For ex 
ample, in the tenth year the accumula- 
tion is $139. In the tenth year, there- 
fore, the amount of insurance will be 
the difference between $1,000 and $139, 
that is $861. In the twentieth year it 
will be $666, in the thirtieth year, $389, 
and in the fortieth year, zero. Techni- 
cally speaking, therefore, the policy 
that we are devising is one which pro- 
vides for a decreasing term insurance 
covering a period of 40 years. Per- 
forming the actuarial computation on 
the basis of the American Table of 
Mortality, with interest at 3% per 
cent., we find that the uniform an- 


nual premium for this policy at age 
25 is $6.97. 
Fund Building 

Therefore, if we weld this insurance 
contract to the compound interest con- 
tract we obtain the policy which we 
have taken as our _ illustration—the 
policy which pays the full $1,000 if the 
young man of 25 lives to the age of 
65, or at his death, if it occurs before 
age 65. Adding the two premiums 
$11.43 and $6.97, we obtain $18.40, the 
exact American 3% per cent. net pre 
mium at age 25 for a Forty-year En- 
dowment. We have thus, by empluy- 
ing the simple conception of a savings 
fund and of an insurance policy which 
pays certain stipulated amounts should 
death occur within a given period of 
years, constructed the ordinary endow- 
ment policy and computed the premium 
therefor. We have learned that in 
paying an endowment premium, a part 
of that premium ‘builds up a fund 
which will mature the policy at the ex- 
piration of the endowment period, and 
another portion of the premium pro- 
vides for insurance sufficient to make 
up the amount by which the accumu- 
lated fund falls short of the full face 
of the policy, if death occurs before 
the fund is complete. 
Relation Between the Endowment and 

the Life Policy 

The next point for consideration is 
the true relationship between the en- 
dowment and the life policy. We have 
seen that in computing the premium at 
age 25 for the Endowment at 65, we 
calculated the annual sum required to 
produce $1,000 at the end of 40 years, 
and also the uniform annual premium 
to pay for the insurance necessary to 


complete the accumulated fund should- 


death occur before age 65. If, instead 
of choosing age 65, we choose age 96, 
that is, choose an endowment period 
of 71 years, we obtain $3.22 for the 
saving fund, and $11.88 for the insur- 
ance premium. Adding $3.22 and $11.88 
we obtain $15.10, which will be found 
to be the exact American 3% per cent. 
net premium for an ordinary life 
policy at age 25. 

The reason for this fact is, that, ac- 
cording to the American Table of Mor- 
tality, age 96 is the extreme limit of 
life. In other words, the life policy is 
an endowment at 96. In devising the 
Endowment at 65 we have simply 
moved the maturity date from the age 
of 96 to the age of 65—the age when 
the insured’s active business career 
will probably have ceased, and the 
need for insurance “protection,” in the 
ordinary sense, will have passed. The 
“protection” that the insured needs at 
age 65 is the payment of the full 
amount of the policy either in cash or 
in instalments, and that is exactly 


what the Endowment at 65 affords. 
Can there be anything more illogical 
than choosing age 96 as the age at 
which the saving fund shall be com- 
plete? 

In advocating the long endowment 
policy we are frequently asked to justi- 
fy the fact that its premium is slight- 
ly larger than the life premium. The 
reason is of course apparent from the 
foregoing analysis. Under the life 
policy the saving fund portion of the 
premium will of itself complete the 
fund at age 96 and we pay for just 
enough insurance to complete the fund 
at prior death. 

Under the endowment, the saving fund 
elements is made larger in order that 
the fund may be complete at an earlier 
age and we pay for a smaller amount 
of insurance because a smaller sum is 
necessary to complete the saving fund 
at death. The net effect of the read- 
justment is slightly to increase the pre- 
mium. 


The Long Endowment 

Both policies are therefore based 
upon the same principles and it is 
simply a question as to which com- 
bines the saving and insurance ele- 
ments in the better proportion. From 
this point of view we must conclude 
that the long endowment satisfies the 
condition. It makes the same invalu- 
able provision as does the life policy, 
that it shall be payable should death 
occur during the insured’s active busi- 
ness career, but it immensely improves 
upon the life policy in that it so ad- 
justs the saving and insurance ele- 
ments, that the insured himself re- 
ceives the full amount of the policy if 
he lives to the end of that career. This 
is the policy that fits the needs of the 
insured. The life contract does not 
fit those needs. The life policy cannot 
but cause dissatisfaction and disap- 
pointment when the insured actually 
experiences the inconvenience and 
realizes what a tremendous improve- 
ment a slightly larger premium would 
have affected. 





HOW ABOUT THE 
NEW YEAR? 


Will you make it a better one than 
last? Good openings for aggressive 
men, either as personal producers 
or agency organizers. 


Write and See If We Can 
Get Together 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD 8. SUTPHEN, 
Director of Agencies 


WwW. C. BALDWIN, 
President 








THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Dec. 31, 


a $70,163,011.03 
eS ere eee 65,159,426.58 
ee ee $5,003,584.45 


ALFRED D. FOSTER, President 

D. F. APPEL, Vice-President 

J. A. BARBEY, Secretary 

WILLIAM F. DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 














The 


Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 








You Wish To Be Paid Well 


The “‘Home Life” 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$ 120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 

Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 

















1865 --- Fifty Years Old --- 1915 





Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
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Has the Industrial Agent a Future P 
F. F. Taylor’s Career an Answer 


Experience of Fifth Vice-President of Metropolitan Life 
Shows What Can Be Done—Earnings of Debit 
Men Show Continuous Increase 








EARNINGS OF PHILADELPHIA AGENTS METROPOLITAN LIFE 


Total 
Average Debit Per Ordinary 
Yr. No.of Agents Agent Salary 
1998 nésce 375 132.10 361,341 
1908 ase 368 130.19 348,831 
io: ee 355 131.14 342,336 
jb: eee 353 127.99 321,400 
oo 369 118.84 311,672 
1908 0.4%. 398 106.54 318,679 
1908 kencs 402 103.95 316,625 


Special Ordinary Average 
Salary Commissions Total Per Agent 
74,386 56,721 492,450 25.26 
64,754 57,542 471,122 24.62 
59,409 46,286 448,585 23.78 
53,578 45,607 420,585 22.90 
62,854 41,292 415,819 21.64 
48,317 37,657 404,654 19.54 
28,652 36,860 382,138 18.27 





In view of statements made by some 
labor union leaders, legislators and 
politicians that the industrial agent 
has a hard time climbing to success it 
is refreshing to study facts in the situa- 
tion. The Metropolitan Life Insur- 
ance Company, which has nearly thir- 
teen thousand agents, both industrial 
and ordinary, finds that their average 
earnings in 1914 were more than $24 
a week. An analysis of the earnings 
of industrial agents of the Company 
for ten years shows a constant advance 
up the scale. Every year has showy 
an increase. 

The table on this page, giving the 
earnings of Philadelphia agents, is 
particularly imteresting. In 1908 the 
weekly average earning of an agent 
there was $18.27; last year it had 
reached $25.26. While Philadelphia 
earnings are somewhat higher than the 
average, it is a fact that the ratio 
of weekly earnings has continued to 
advance at about corresponding per- 
centages. 

Career of Frederick F. Taylor Shows 
What Can Be Done 

The agent of ability and industry, 
who may be temporarily discouraged, 
which most agents with such quailifi- 
cations are not, might take a page out 
of the lifebook of Frederick F. Taylor, 
fifth vice-president of the Metropolitan 
Life. If there is any more inspira- 
tional story in the business than that 
of Mr. Taylor it has escaped the notice 
of The Eastern Underwriter. 

Born in Western New York State, 
Mr. Taylor enlisted in the navy when 
a lad of sixteen. For seven years he 
led a life of adventure, seeing the world 
and building himself up physically. He 
was a member of the historic Greeley 
Relief Expedition, spending months in 
the Arctic. Later, he was detailed on 
the China station. It was there a 
former shipmate told him about the in- 
surance business, and being ambitious 
to rise in the world, and regarding his 
seven years’ service in the navy as 
enough for one man, Mr. Taylor re- 
turned to the States, went to Phila- 
delphia and got work with the Metro- 
politan Life Insurance Company as an 
agent. It was at the bottom of the 
ladder. His guaranteed income was $4 
a week as a collecting commission on 
industrial debit. 

Mr. Taylor worked hard for several 
months, during which time he suc- 
ceeded in making only his board, and 
he had the hardest time in doing 
that. In fact, so scornful’y did the 
superintendent look upon the capa- 


biiities and possibilities of Mr. Taylor 
that he was informed that his dis- 
charge could be expected. in other 
words, the man who had the ability 
to become at a later date one of the 
vice-presidents of the great Metropoli- 
tan Life did not look worth $4 a week 
to his employer. 
Got Right Start at Last. 

It was only after a man had been 
assigned to close Mr. Taylor’s account, 
and had had some conversation with 
him, that the trouble was traced to its 
lair. It developed that the reason Mr. 
Taylor had failed was because he did 
not know anything about the work of 
writing insurance. Although he had 
spent seven months canvassing he did 
not do so intelligently. His case was 
similar to that of a man _ walking 
around in a circle. As soon as he 
found himself in the company of an 
intelligent director he was all atten- 
tion and begged for another chance. 
He was told how to canvass; how to 
make a call; what to talk about; how 
to conduct himself; how to systematize 
his work; how to make every moment 
count; how to explain contracts; what 
type of policy and amount should be 
written on persons of all ages and in 
all walks of life. 

After that it was plain sailing. In- 
stead of making just enough money to 
pay for his board and room, Mr. Taylor 
started right up the ladder. He quick- 
ly qualified as a good agent; next he 


was made assistant superintendent 
and then superintendent. Then he 
came into the home office as an in- 


spector, following which he was made 
an office supervisor. In 1900 he was 
appointed superintendent of agencies 
for seven Western States, Illinois, 
Wisconsin, Minnesota, Iowa, Nebraska, 
Kansas and Missouri. 

In 1904 he was made assistant sec- 
retary and Pacific Coast manager. For 
seven years he remained in California, 
after which he was made Fifth Vice- 
President. His whole work is in con- 
nection with the field. Having started 
as humbly as a man can in the insur- 
ance business, and having won every 
position up to fifth vice-president 
through sheer merit, he knows about 
everything worth knowing in connec- 
tion with agency affairs, and he has 
the same sympathy for agents and 
their difficulties that the agents have 
for him. 

Mr. Taylor’s Work in San Francisco 

Of course, it takes more than intel’i- 
gent direction and hard work to land a 
man as high as the position Mr. Taylor 
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has reached. There must be a little bit 
of genius in connection with it, and 
Mr. Taylor’s genius is in the form of 
looking a situation squarely in the face 
when he meets it, and then taking ad- 
vantage of the opportunity. This he did 
at the time of the San Francisco disas- 


ter. The Metropolitan had thousands 
of policyholders in that city; it had 
hundreds of millions of assets. There 


was no reason against and every rea- 
son for the prompt payment of these 
claims. The people needed the money; 





the Metropolitan, as always, recognized 
its responsibility. All that was essen- 
tial to perform a great task was the 
man. 

Mr. Taylor was on the ground; he 
proved the psychological person to do 
something great; .and his intelligent 
and helpful treatment of policyholders 
in that crisis not only won for the 
Metropolitan the undying friendship of 
all the policyholders, but won for Mr. 
Taylor the fifth vice-presidency of the 
Company. 
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New 
resources 


for the Union 
Central firing 


Announcement made 
January 1st of a material 
reduction in participating 
premiums on all Life and 
Endowment policies is al- 
ready reflected by a large 
increase in 


Increasing the maximum 
limit carried by the Company on 
any individual life to $100,000 has 
further enlarged the opportunities 
of the agency force. 

The unique and advanced Dis- 
ability Benefit adopted last year is 
now offered on the same terms to 
old as well as new policyholders. 


Participation in surplus interest 
earnings to the extent of 434% is 
continued on policy proceeds and 
installment settlements. 


Free Annual Health Test, now 
introduced, is another real progres- 
sive service rendered to the Com- 
pany’s policyholders. 

Forty-eighth Annual Report, the best 
in the history of the Company, a fitting 
cap-sheaf to the preceding successful years 
Copy will be mailed on request. 


The Union Central Life 


Susurance Company 
OF CINCINNATI 
Jesse R. CLark, President 











































































































































































































































































new business 



























































































































































































































































Address 



































KI 33 




































































































































































SPECIAL AGENCY OPENINGS 


FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 
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Live Hints For Business Getters 
Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 
In view of the fact insurance business. As insurance 
Figures Showing that both the Na- agents the company reports that they 
Who Make tional Association of are a rank failure. Evidently, litera- 
Good Life Underwriters ture and soliciting do not walk hand 
and the Equitable in hand. 
Life Assurance Society contemplated op a 
studying insurance salesmanship from All persons may be 
a scientific standpoint it is interesting The roughly divided into 
to note that one of the largest com- Commanding two classes, the active 
panies, employing more than ten thou- Class and the passive. Prob- 


sand agents, has just concluded an 
analysis of several phases of this sub- 
ject. 

For one thing the company compiled 
figures regarding the persistency of 
agents. This was done by nationalities, 
the company having in its agency force 
men of all the European countries. By 
persistency is meant the sticking power 
of an agent. 

The figures show the persistency of 
American-born agents to be 35 per cent. 
Germans and Austrian agents, of whom 
the number used in the classification 
was small in comparison to others, 
showed the greatest persistency in the 
percentage table, but the Hebrew agent, 
in comparison to the number employed, 
really show the greatest persistency. 

This company has also compiled a 
list of former occupations, and a study 
of these gives some surprising results. 
For instance, former agents make the 
best showing. That is, men who were 
once insurance agents and for some 
reason or other dropped out in order 
to enter some other profession, and 
then came back to try their luck as 
insurance agents again. 

Why this is so is worthy of thought. 
It is probably because profiting by their 
experience in other lines they have been 


convinced that insurance is the best 
profession after all. 

Next to the top are men who were 
owners of cafes or saloons. This is 


explained as follows: When a man 
says that he has been an owner of 
a cafe and that he wants to be an 
agent the company will size him up 
more carefully, because of his past 
experience, and he must measure right 
up:to the mark or he has no chance. 
Then, again, his experience in meeting 
men of all ranks proves valuable. The 
owner of a cafe is pretty sure to be 
a good natured mixer. It is a sur- 
prising fact, too, that former owners 
of pool rooms and bartenders also make 
good as insurance agents. 

The company’s records 
women as a rule do not 
life insurance agents. One 
en is that they are too 
couraged. 

Many editors and reporters enter the 


show that 
succeed as 
reason glv- 
easily dis- 


ably one-tenth may be- 
long to the first named and nine-tenths 
to the latter class. One-tenth, more or 
less successful, nine-tenths are “hewers 
of wood and drawers of water;” one- 
tenth command, nine-tenths serve. The 
nine-tenths excel the minority in phy- 
sique and brawn. The one-tenth in 
brain and mental force. 

With this introductory statement O. 
M. Crosby recently told representatives 
of the Standard Life, of Pittsburgh, it 
must be clear no one can be a good 
life insurance solicitor unless he be- 
longs to the one-tenth or commanding 
class. If he is by nature lazy, diffident, 
lacking force or magnetism, he must 
be more or less of a failure till he 
overcomes these drawbacks, for per- 
sonal magnetism can be acquired, not- 


withstanding contrary opinions. “Suc- 
cess in life largely depends on our 


ability to interest, control and attract 
our fellowmen,” is a familiar quotation 
that applies with peculiar force to our 
business. Therefore, my friends, do not 
pass this over without absorbing each 
detail upon which your success depends. 
No time or effort can repay you so 
well as that applied to this up-to-date 
idea. It is as sure to increase, yes, 
double your business and profits as you 
act upon it. How can this wonderful 
power be acquired? The answer is, by 
mastery of yourself or mental control. 
“As a man thinketh, so he is,” was 
uttered two thousand years ago, and we 
its 


are just beginning to comprehend 
significance ‘Thoughts are Things.” 
This is easier to understand in these 


days of wireless telegraphy than a few 
years ago, and telepathy or actual com- 
municating with each other through in- 
definite space is one of the probabilities 


of the near future, for we radiate 
thought waves much as does the wire- 
less apparatus albeit we are not lit- 


erally magnetic. 

Thought waves are like the ripp‘es that 
follow throwing a stone in a pond, and 
if you cultivate force enough wul ac- 
complish your desire with another 
whether near or far. This is a fact, not 
a theory and you can each prove it in 
a measure when your self-confidence, 
so necessary to success, will be estab- 





Assets 
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Death Losses 
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Compulsory Deposit Law. 


ginia, Illinois and Indiana. 
Company. 


The Meridian Life Insurance Co. 
INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913....... 
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The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 


We have open territory for high grade men in the States of West Vir- 
If interested in a liberal contract, write the 
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2,455,653.33 
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“BUILT FOR ALL TIME” 


San Antonio Life Insurance Co. 


SAN ANTONIO, TEXAS 


GROWTH IN ASSETS 


. $426,085.00 oo, err $2,629,020,00 
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lished. For instance—while you sit in 
your home watching the passers-by, 
look intently at one and with all your 
force of mind will or mentally com- 
mand that person to look at you, which 
after a few efforts you will nearly al- 
ways succeed in doing. In a theatre 
or gathering, fix your eyes on the back 
of a head in front, and mentally com- 
mand that person to look around at 
you. Note how they fidget and grow 
restless, till finally their eyes meet 
yours with an inquiring glance. You 
are now in a condition to apply this 
wonderful feebly understood power to 
your own business profit. As practical- 
ly no one wants your goods, and nearly 
all you solicit ought to have it or more 
of it, you can command them to take 
it, if you have the mental force or per- 
sonal magnetism necessary. Mere 
words, eloquent or logical will not alone 
do this without the mental force sup- 
plemented by the magnetic eye. The 
latter is often unconsciously acquired 
by nearly every successful solicitor. If 
you have not this gift, lessons before 
a mirror and practice upon others may 
be necessary, for if you do not look 
your man directly in the eye—or better 
at the root of his nose—when forcing 
home your arguments, you are losing 
money. 

Few untrained can withstand the 
magnetic gaze, though they don’t know 
why, and you can tell by the expression 
of his face when the psychological mo- 
ment has arrived and the order is won, 
he is yours. If he looks away, tap his 
knee or shoulder to attract his eye. The 
touch has a double purpose. Personal 
contact with your concentrated person 
helps win the case. This is an age of 
progress and of competition wtih big 
brainy men, and we are “dead slow” 
not to take for the asking so great a 
psychic help, and right here, let me say 
Let us keep it to ourselves as too 
valuable to “give away;” besides, of 
course, it would make people suspi- 
cious of you, if known. Keep your 
own secrets, and lef your force manifest 
itself by results, not by boasting. 





* * x 
A letter written to the 
Insurance Equitable, of Iowa by an 
Is What agent, who recently 
You Make It signed a contract with 
the Company, reads in 


part as follows: 

“Don’t worry about my getting ‘cold 
feet,’ for I am out of the ———— busi- 
ness and wouldn’t go back. We have 
made our plans for the insurance work 
and are glad we are in it and are 
going to stick. I never was a quitter 
at anything except for a better lay-out. 
This insurance business is exactly what 
you make it; what has been done, can 
be done again, and I can. learn the 
business and be as successful as some 
others and grow with the Agency.” 

Such sentiments assure success for 
although this man has given up a good 
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position, a month’s experience has con- 
vinced him that his new vocation is 
more to his advantage. 

Again, he says, “We have made our 
plans for the insurance work,” refer- 
ring to himself and wife. So many 
men’s wives are not thoroughly en- 
thused over their work and, therefore, 
the husband is compelled to carry a 
double burden. It should be the duty 
of a wife to encourage and support her 
husband, and to lighten his burdens 
whenever and wherever she can. 

Another thing that pleases about this 
letter is, “I never was a quitter at any- 
tning, except for a better lay-out.” Now 


here is determination, confidence and 
success written in every word, says 
The Equiowa. And then again, there 


is expression of faith and belief in one’s 
self. Listen: “This insurance busi- 
ness is exactly what you make it.” 
That’s right—the insurance business is 
just what the agent makes it. And 
finally the letter is closed with “What 
has been done, can be done again, * * * 
and I can grow with the Agency.” 

There is every reason why this man 
should succeed. Long before he signed 
a contract to engage in the insurance 
business, he carried a large amount of 
insurance in the Equitable; he believed 
in life insurance. Then when he came 
to the Equitable, he did it because he 
believed he had a greater opportunity 
than he had been enjoying. Third, his 
wife was “with him;” they were both 
agreed on the change, and there has 
never been a minute since he took up 
the work that his wife has not been 
his loyal supporter. First, consider his 
mental attitude; the positive way of 
looking at the business and the future; 
the courage, the faith, the hope, deter- 
mination, the desire to grow. 

This is a splendid example of the 
way in which every agent should look 
upon his business. 
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LIFE COMPANIES AGREE 
TO RE-ENTER TEXAS 


(Continued from page 2) 
000,000 commitments in that form. I 
did receive letters from a great many 
of the companies, though in different 
language, agreeing to invest $15,000,- 
000. I then told the gentlemen who had 
talked with me regarding the re-entry 
of the companies, that I was not sat- 
isfied and unless they could meet that 
proposition I was not in favor of modi- 
fying the Robertson law. About that 
time my friend, Charley Campbell, and 
Judge Ball of San Antonio went East 
and had a conference with the insur- 
ance companies, and on their return 
they urged that $30,000,000 was about 
all the commitments they could get and 
that I ought to urge the repeal of, or 
a modification of the Robertson law, in 
the manner proposed in the Gibson bill. 
I then said: ‘Well, if that is the case, 
if $30,000,000 is all that they will com- 
mit themselves for, then they ought to 
be willing to commit themselves, irre- 
spective of conditions, and absolutely 
bind themselves to loan that much 
money.’ They said in their opinion 
that they didn’t think the companies 
would do so. 

“That we might not be placed in the 
attitude of refusing a proposition by 
the foreign insurance companies, I 
called Mr. Cummings to my office and 
I said to him, ‘I want to make a rec- 
ord of this, and I am not willing now 
for this negotiation to be closed until 
I make you another proposition, that is, 
te show that we did everything to bring 
cheaper money in Texas.’ The propo- 
sition was that the companies would 
invest $25,000,000 at a rate of not more 
than 6 per cent. under the conditions 
stated in my letter to Mr. Cummings, 
which you doubtless saw in the press 
several days ago. 

“If they complied with this, I prom- 
ised to urge the passage of the Gib- 
son bill. The matter was further dis- 
cussed and we finally agreed that if 
these companies would commit them- 
selves to invest $35,000,000 in the terms 
of the Locke telegram which I have 
read you, and in addition to that they 
would agree to an amendment to the 
Gibson bill providing that they should 
pay last year’s taxes. I do not know 
just what amount last year’s taxes 
would be, but it is claimed that the 
taxes for the seven years amounts to 
something like $1,000,000. One-seventh 
of that would be something over $100,- 
000. I have a telgram from the com- 
panies agreeing to this -proposition, 
which telegrams are to be confirmed by 
mail. 

Has Faith in the Companies 

“Now, gentlemen, the question is up 
to you. The companies have made the 
commitments. They, of course, cannot 
be made absolutely binding, but I con- 
sider these commitments even stronger 
than a legal commitment would be. 
These pledges come from the executive 
officers of these companies and as a 
matter of business and honor they are 
certainly binding upon them. If they 
fail, they would be stigmatized in the 
eyes of the financial world. I have that 
much faith yet in human nature to be- 
lieve they will invest in accordance 
with their agreement, and I am willing 
to take the risk myself that they will 
dc so.” . 

Senator Bailey of De Witt asked: 
Can not they loan all the money now 
they want to, under the Robertson 
law?” Governor Ferguson responded: 
“The answer to that is that they will 
not do it.” 

Senator Astin inquired: “Governor, 
what reason have you for fixing the ar- 
bitrary amount of $35,000,000?" to 
which Governor Ferguson replied: “Be- 
cause we could not get any more.” 


AETNA AGENT ILL 
H. H. Mondon, general agent of the 
Aetna Life in Paterson is seriously ill 
and will probably be confined to the 
house for several weeks. The doctors 
have not been able to determine his 
ailment. 


AFFECTS INDUSTRIAL INSURED 





Bill in New York Legis’ature Bars 
Them From Participation 
in Surplus 

A bill has been introduced in the 
Senate at Albany to amend section 83 
of chapter 33 of the laws of 1909, which 
materially affects the voting franchise 
of certain classes of policyholders of 
mutual life insurance companies. It 
eliminates the industrial policyholder 
from full participation in the surplus 
of the company and substitutes: “In 
case of industrial policies the share 
of surplus so apportioned shall be pay- 
able at such time or times and in such 
manner as may be determined by the 
company, with approval of the Super- 
intendent of Insurance.” 

As regards the voting of policyhold- 
ers, the bill amends the law so that 
only those insured in the company for 
$1,000 or more, under a policy in force 
for at least one year, shall be entitled 
to vote. The bill also amends the law 
as regards the requirement of the filing 
with the Superintendent of Insurance 
of a full list of names and addresses 
of all its policyholders so that such 
lists may only be required by the super- 
intendent when a request has been 
made by at least twenty-five policy- 
holders. It also amends the law so 
that such lists may be subject to in- 
spection only, and not to be copied, 
and further, that such lists shall be 
returned to the company, thus doing 
away with the requirement for their 
maintenance. 

The section of the law dealing with 
the voting by policyholders of stock 
life insurance companies is amended 
by the bill so that only one list of 
policyholders qualified to vote need be 
filed with the Superintendent of Insur- 
ance under the same requirement as 
applies to mutual companies, and, in 
addition, further qualifies the methods 
provided for policyholders making nom- 
inations. 





BILLS IN NEW JERSEY 


One Prevents Lapse Charges—Another 
Deals With Regulation of 
the Fraternities 

Assemblyman Dolan has introduced 
a bill in the legislature to prevent in- 
dustrial life companies from charging 
the lapse of a policy to an agent or 
representative, except where an agent 
writes a policy and the same lapses 
within and not more than fifty-two 
weeks, whereupon such agent shall be 
so charged. 

The uniform fraternal regulation bill, 
adopted by the commissioners in New 
York, has been introduced in the New 
Jersey legislature. A hearing was had 
on it on March 9, but the bill which has 
become a law in nineteen States, will be 
passed in New Jersey, also. 

ADVOCATES GOLDEN RULE 

Application of the Golden Rule in the 
life insurance business, in order to keep 
up the standard of ethics in the profes- 
sion, was urged by L. B. Messler of San 
Francisco, vice-president of the San 
Francisco Life Insurance Company, in 
an address before the third regular 
monthly banquet of the recently organ- 
ized Sacramento Life Insurance Under- 
writers’ Association. The local associ- 
ation was organized at the first of the 
present year, with the following offi- 
cers: 

E. Shoemaker, superintendent of the 
West Coast Life Insurance, president; 
A. W. Clevenger, superintendent of the 
Prudential, vice-president; E. Kelly, 
Metropolitan, secretary and treasurer. 








The Metropolitan Life has offered a 
prize of $1,000 to the American Social 
Hygiene Association to be awarded the 
author of the best original pamphlet on 
social hygiene for adolescents between 
the ages of twelve and sixteen years. 

W. B. Pace has been appointed gen- 
eral agent of the Equitable Life of 
Iowa, which entered Kentucky last fall. 
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Insurance Company 


(Incorporated by the State of New York) 


~~ Of the People 
The Company By the People 
— For the People 


The Daily Average of the Company’s 
Business during 1914 was: 











626 per day in Number of Claims Paid. 


8,040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 
$305,754.00 per day in Payments to 


Policyholders and Addition to Re- 
serve. 


$161,826.87 per day 
Assets. 


in Increase of 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LAR 


Southern Life ‘Insurance 


GEST - STRONGEST 
Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 


CONDITION ON I 


Capttal and Surplus. .... 22.00: cccccccscccscccescesescccccces 
TmGRrFaNce 1B DOPED. 2.-20cccccscccrccces covcccvccees ceccscccescces 
Payments to Policyholders since Organization,................ 

Is Paying its Policyholders over ......... 


GOOD TERRITOR 


JECEMBER 31, 1914; 

$11,138,324.57 

eegrerse coverececcecese 9,410,670.62 
1,727,.653.95 
99,256.046.00 
15,428,983.48 

$1,250,000.00 annually 


Y FOR LIVE AGENTS 











DETERMINATI 


never before en countered 


ON and ENERCY 


such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by 


WILLIAM N. COMPTON 


General Agert 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 





the Policy Contracts 
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OF BOSTON MASSaCHYU 











Warm Personal Interest 





That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 


both are forging ahead. 


Maybe you could reach a 


higher success in that atmosphere. 
Write to. 


The Fidelity Mutual Life 


Insurance Company 


WALTER LeMAR TALBOT, President 


PHILADELPHIA, PA. 














Life Insurance and Texas 





States. 


More th 
State are u 
quately ins 
men to tell 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 


an a hundred thousand suitable subjects in the 
ninsured, and several times that number inade- 
ured. We want ten or a dozen more good field 
them about the Southland Life. Addrese— 


JAS. A. STEPHENSON, President 


DALLAS, TEXAS 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lisheg every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; G. A. Watson, 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 

Subscription Price $3.00 a year. Single 
copies, 15 cents. 

Entered as second-class matter an- 
uary 4, 1907. at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 8, 1879. 


TWO PUBLIC SERVANTS 

The contrast between public servants 
in America, great everywhere, is par- 
ticularly emphasized in the personali- 
ties of United States Senator Sherman 
and Superintendent of Insurance Potts, 
both of the same State. One is a states- 
man; the other a demagogue. Senator 
Sherman has shown a _ constructive 
genius in probing for fundamental in- 
those of 


surance truths—particularly 


life insurance. His appreciation of life 
insurance and his ability to put that ap- 
simple  lan- 


preciation into graphic 





guage, so that the people generally may 
know his views, have increased his 
prestige. Mr. Potts has shown a genius 
for tearing down, or trying to tear down 
the great business of fire insurance, 
without which modern business would 


be greatly handicapped 


ANCIENT INSURANCE DOCUMENTS 

A fascinating feature of The Pruden- 
tial Insurance Company’s exhibit at the 
Panama-Pacific Exposition is a coliec 


tion of charts giving a documentary his- 


tory of insurance which no student of 
the business can afford to miss. The 
evolution of the fundamental principle 


of contribut:onship, which underlies all 
insurance, can be traced back to an al 
most unbroken record from the Rhodian 
Sea Law, which dates from about 1,000 
» ££ The effort of The Prudential is 
limited to a brief presentation of the 


salient facts of the history of insurance 





from the earliest times to the establish 


ment of industrial insurance in Ameri- 


ca in 1875. Forty charts are shown 
An English translation ¢ he earli 
est KnOWn co iC oO I lrance as 


quoted in a Prudential chart 





In the name of God, A 
Georgius Lecavellum, cit 
Genoa, acknowledegd to you, Barth- 
olomeus Bassus yn of Bartholo 
meus. that I have received and ac- 
cepted from you in Genoa, one hun- 
dred and seven pounds (of silver 
as a free and friendly loan I re 


nounce every advantage in law of 
requiring proof of having acquired, 
accepted or counted said money 
hundred and _ seven 
s equivalent 


These one 
pounds, in Genoa, or 
in money, I agree and promise in 
solemn convent to return and re- 
store to you or your 


acknowledged 
messenger ‘ 


yy myseil or my repre 
sentative. 

seing well preserved and sound 
in mind, that if your ship, called the 
Santa Clara, which is now being 
prepared in the port of Genoa, God 
willing, to go and sail presently to 
Majorca, shall have gone and sail- 


ed, having been navigated by direct 

route from the port of Genoa to 

Majorca, shall have arrived at that 

place safe and sound before the ex- 

piration of the next six months com- 
ing, then in that case the present 
instrument is null and void as if it 
had not been made. I personally 
assume all the risk and responsi- 
bility for said amount of money 
until said boat shal] have arrived 
at Majorca, being navigated by di- 
rect route as above. And also, if 
said boat shall be safe and sound 
in some other place, before said 
six months, the present instrument 
is likewise null and void as if it 
had not been made. And likewise 
if said boat shall have changed its 
course said instrument is null and 
void and as if it had not been made. 

In said manner and under said 
conditions I promise to make said 
setilement, otherwise I promise to 
you to pay and incur the penalty 
of double the stipulated amount of 
said money together with restitution 
of damages and expenses which may 
arise on that account or be sus- 
tained in litigation, the aforesaid re- 
maining secure under the pledge 
and security of my property, goods, 
and possessions. 

Made in Genoa, in a room in the 
house of Carlus and _ Bonifacus 
brothers of Ususmares, in the year 
from the birth of our Lord 1347, 
following the custom in Genoa, on 
the 28d day of October about even- 
tide. 

Witnesses Nicolaus of Tacius, 
draper, and Johannes of Rachus, 
son of Bonanatus a citizen of 
Genoa. 

In 1816 in an excavation near Rome 
a tablet was found in the ruins of the 
Temple of Antinuous which contains in 
their entirety the rules of a burial 
society. The Roman life table for the 
calculation of annuities and perpetui- 
ties, the laws of Oleron and Wisbuy 
making compulsory sickness provisions 
for mariners, and the guild ordinances 
regarding burial and support of the poor 
of England are among just a few of 
the interesting documents shown in the 
charts. 

Insurance historians are under obli- 
gations to The Prudential tor compil- 
ing this data. 


HUDSON COUNTY MEN MEET 


Hold Annual Meeting in Hoboken Fol- 
lowed by. Dinner—Membership to 
Be Extended 


The annual meeting of the Under- 
writers’ Association of Hudson. County 
was held at Myers Hotel, Hoboken, on 
Wednesday. 

Old officers were re-elected. 

The business session was concluded 
by a dinner to which all Hoboken 
agents, whether members of the Asso- 
ciation or not, had been invited. This 
was one of four similar meetings which 
had been planned, one held previously 
ir. Jersey City, one to be held in Bay- 
onne, and one to be held in North Hud- 
son. The dates for these future meet- 
ings have not as yet been determined. 

At a recent meeting of the executive 
committee of the Association, a rule 
was adopted adjusting the dues of the 
Underwriters Association of Hudson 
County to include membership in the 
New Jersey Association and the Na- 
tional Association, making such mem- 
bership automatic. 


A. Irving Brewster, who has been 
placed in charge of the advertising and 
publicity department of the Home, has 
for years had the reputation of being 
one of the hardest-working energetic 
anc abe newspaper men on William 
Street. He combines a great many 
talents, being an expert insurance en- 
gineer, and a good writer on every 
branch of insurance 

















[ The Human Side of Insurance 
j 





JOHN KAVANAGH 


John Kavanagh, of Rochester, N. Y., 
the new president of the Casualty and 
Surety Agents Assn. of New York, is 
managing agent of the Standard Acci- 
dent in Rochester. Asked for some 
details of his career Mr. Kavanagh 
said modestly: ‘It has been like the 
career of a thousand other ordinary 
mortals; nothing eventful or startling.” 
However, Rochester agents say that 
Mr. Kavanagh is an unusually good 
business-getter, a splendid man to head 
the agents association, and is a hard 
worker. For the past fourteen years 
he has been engaged in the insurance 
business, all of this time connected 
with the Standard Accident. His activ- 
ities outside of insurance have been 
confined to personal recreation. He is 
fond of golf. 

* * * 

D. K. Paige, of Akron, O., wrote $1,- 
162,878 in five years, and his work was 
so clean cut that the Mutual Life sent 
his record out to other agents to study. 
In brief it follows: 


No. of applications written.. 200 
Average per year............ 40 
Amounting to (all written and 

REE TED sida biseioe caw 'iae eer $1,162,878 
Average each policy......... 5,814 
Average amount written and 

paid for per year.......... 232,500 
Total premiums for five years 40,540 
MVOCEGS POP FORE on... 60860504 8,100 


Average premium per $1,000 


RED. SS.5.5 5 aciatd mad ais wei $35 
Amount of term insurance in 
ee eer 185,000 
Amount of term _ insurance 
EI: i. oi yd dete eee 53,000 
Amount of term _ insurance 
eS ee ee 132,600 
Corporation and Partnership 


insurance (35%) .......... 401,000 
Amount declined (five years) 36,000 
Policies returned—not taken. 1 
Number $1,000 policies...... 20 


* * * 

L. F. Carey, manager of the Eastern, 
Central and Northern Pennsylvania 
agency of the Standard Life of Pitts- 
burgh, the leading producer among that 
company’s agents, gives as the chief 
reason for his success the fact that he 
is thoroughly in love with his work. 
His most happy moments are spent in 
close personal contact with prospects 
for insurance, who, when he leaves 
them, are no longer prospects, but 
owners of insurance protection. Mr. 
Carey is a quiet, yet thoughtful and 
vigorous type of life insurance sa!es- 
man who operates on a service basis. 
Such a man will always be found well 
up among the leaders of the company 
he represents. 





J. Lehrenkrauss’ Sons, Brooklyn, now 
write $500,000 yearly in premiums, and 
have a brokerage connection with 1,600 
certified brokers. The business was 
founded by the late Julius Lehrenkrauss, 
Sr., a notary public who opened a small 
real estate office on December 1, 1878. 
His idea was service. He established a 
tax bureau to look after the taxes on 
property of his clients, a steamship 
ticket agency and foreign money ex- 
change for those who wished to go 
abroad or send money across the ocean, 
established connections with foreign 
correspondents to look after his clients’ 
interests in other lands, a law depart- 
ment for their legal affairs, and an in- 
surance agency for the convenience of 
those who preferred to arrange for in- 
surance in the same office to which they 
came on other business. In 1885 Julius 
Lehrenkrauss, Jr., became associated 
with his father, his younger brother, 
Herman, joining him in 1888. Two New 
York brokerage houses, which placed 
business thirty-six years ago, still have 
relations with the firm. 

J. Lehrenkrauss’ Sons occupy a five- 
story building, and their business is 
constantly growing. 

* a * 

Burton R. Mansfield, much to the sat- 
isfaction of insurance men who not 
only hold him in much respect, but har- 
bor an affectionate regard for his per- 
sonality, has been re-appointed Insur- 
ance Commissioner of Connecticut. Mr 
Mansfield is a Yale graduate, and holds 
the degrees of Ph. B. and LL. B. He 
was. admitted to the bar in 1878, and 
has practiced his profession in New 
Haven ever since. In 1893-5 he was in- 
surance commissioner, and in 1911 Gov 
ernor Baldwin appointed him for four 
years. He is actively identified with 
numerous interests, being president of 
the Connecticut Savings Bank, director 
in the Merchants’ National Bank, the 
New Haven Water Company and 
others. He is one of the private art 
collectors of the State, and a member 
of many clubs. Incidentally, he has 
been a rattling good insurance commis 
sioner. 

* * * 

Frederick A. Wallis, manager for 
Greater New York of the Fidelity 
Mutual Life, received word from Presi 
dent Talbot this week that his agency 
had led all the others in the United 
States in February on paid business. 
In view of the fact that the agency 
is only two years old the record is 
most unusual 

x * * 


1. C. McNeill, for two years agency 
director Western States Life Insurance 
company at Los Angeles and for the 
past few months Instructor of Agents 
at the home office, has cancelled his 
contract to attend for a time to his 
personal estate in Tennessee and New 
York. During his experience in agency 
building, Mr. McNeill has the credit of 
placing some of the ablest men in the 
business of life insurance. 

- 7 + 


Albert Cheney Johnson, first vice 
president of the New England Casualty 
Company, and Miss Helen Kelly, daugh- 
ter of Austin Price Kelly, prominent 
New York banker, have announced 
their engagement. 

.* @ @ 


William H. McGee, manager of the 
marine department of the St. Paul Fire 
& Marine, Massachusetts Fire & Ma- 
rine and Providence-Washington, has 
been appointed a governor of the In- 
surance Federation of New York, which 
by the way is increasing numerically to 
the satisfaction of its officers and gov 
ernors. 

~ + + 


H. T. Boone, Panama general agent 
of the Pan-American Life is opening up 
Colombia for the Company. He is a 
large producer. 
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Fire Insurance Department 





GO TO COURT OVER BINDER 





DISPUTE OVER CANCELLATION 





R. A. Corroon & Co., Brokers; Sterling, 
Wrote Line; American Hay 
Company Owned Risk 





Some interesting points about the 
longevity of binders will be brought out 
this week in a suit in the New York 
Supreme Court, the case being that of 
Samuel Hellman vs. the Sterling Fire 
Insurance Company. The claim was as- 
signed to Hellman by the American 
Hay Company, owner of a mill, elevator 
building and hay shed at Townley, N. 
J. The risk burned on May 26, 1913, be- 
ing a total loss with $47,000 insurance, 
$1,500 of which was in the Sterling. 


Corroon Placed the Risk 


The line was placed by R. A. Corroon 
& Co., G. G. Gottlieb, now in business 
for himself in New York city, being 
the placer; and he secured a binder on 
May 9. The agent of the Sterling— 
then Daniel R. Faulkner—wrote a let- 
ter inquiring if there were any baling 
of hay at the risk in Townley. Within 
the course of a day or two he was ad- 
vised that there was not. On or about 
May 22, 1913, agent (Faulkner) return- 
ed the forms for the line to R. A. Cor- 
roon & Co., saying he was unable to 
write it. This was treated as a notice 
of cancellation by the broker which 
under the terms of the standard policy 
requires five days’ notice. The time, 
therefore, would have expired on May 
27. On May 26, the day before the ex- 
piration of the five days’ notice, a fire 
occurred and the property was totally 
destroyed. 

The insurance company admits that 
an agent of the defendant issued the 
binder on or about May 9, but contends 
that it was good only for fifteen days 
from that date; and that the insurance 
company tentatively agreed to issue a 
policy under the standard form of New 
Jersey, conditioned upon the _ under- 
standing and agreement then made 


that the binder was subject to the ap- 
proval of the home office of the defend- 
ant, and upon the further condition 
upon the warranty and representation 
then made that there was no further 
baling of hay whatever done upon the 
premises and that on May 24, 1913, 


within 15 days after the binder was is- 


sued the insurance company notified 
the American Hay Company that it 
would not insure the latter, and that 
the binder at its expiration was void. 
The insurance company further alleges 
that there was baling of hay, despite 


representation to the contrary. 


Plaintiff’s Denials 


The plaintiff denies that the binder 
was for fifteen days, but that it was 
for twelve months; and denies that 
there was any misrepresentation made 
regarding baling of hay or anything 
else. Leon M. Prince, of Prince & 
Nathan, represents the plaintiff; Leo 
Levy, the insurance company. 


THREE MONTHS’ APPRENTICESHIP 





Suggestion for Agency Appointments in 
New York Towns of Over 
10,000 Population 


The committee of the New York State 
Association of Local Fire Insurance 
Agents in charge of agents’ qualifica- 
tions make the following suggestions: 

|. For towns of over ten thousand 
that illnew agency appointments should 
d€ men who have served at least three 


months full working time at the fire 
msurance business in some regularly 
organized office. 

_2. No agent can be appointed who 
Is not vouched for as to ability and 
character by at least three business 
men of standing in the same town 


where appointee is to conduct his busi- 
ness. 

3. That Insurance 
given discretionary 
pcintment of agents. 

4. That applicants for agent’s li- 
censes should state that “Applicant in- 
tends to engage in business of insur- 
ance in good fa.th.” 


Department be 
powers as to ap- 


WILL ENTER NEW YORK 





industrial Fire and Wilmington Fire 
Now Being Consolidated—Plans 
of Operation 





The Wilmington Fire Insurance Com- 
pany, of Delaware, with assets of $147,- 
000, capital of $100,000, and surplus of 
$23,000, is being consolidated with the 
Industrial Fire of Akron, Ohio, which 
has $106,000 capital and $23,000 sur- 
plus. As soon as the consolidation is 
effected they will probably seek ad- 
mission to New York and other States. 

There is no change in the control of 
the companies, and, outside of the 
State of Ohio, which will be operated 
under the agency plan directly by the 
Industrial Fire, they will write their 
business through the J. S. Frelinghuy- 
sen General Agency of New York. 





UNITE INTERESTS 





Cramer & Gorsline Form New Bruns- 
wick Agency—Represent Big 
Companies 





C. H. Cramer, who has been a fire in- 
surance agent in New Brunswick for 
fourteen years, and Ralph V. M. Gors- 
line have combined their interests un- 
der the name of Cramer & Gorsline. 
The representations of the agency in- 
clude ten of the biggest fire companies 
in the country. 

Mr. Gorsline has been in the fire in- 
surance business for fifteen years, of 


late as secretary of the Neilson T. 
Parker agency, and is secretary of the 
Middlesex County Insurance Associa- 
tion. 

Cramer & Gorsline believe in adver- 
tising, and also the proverb that hu- 
man beings are mostly curiosity. The 


front window of their office bears the 
legend, “T. I. M.” When anyone yields 
to instinct and asks the idea, the an- 
swer is “The Insurance Men.’ 


“ADDS ANOTHER GOOD ONE 





William H. Kenzel Company Becomes 
Metropolitan Agent of Equitable 
Fire and Marine 





The William H. Kenzel Company of 
New York has been appointed Metro- 
politan agent of the Equitable Fire 
and Marine of Providence, as of March 
8. The Equitab!e is an old line stock 
company organized in 1859 and has a 
capital of $400,000 with a surplus to 
policyholders of $604,303. It has been 
entered in this State for some years 
end is known on the street as a con- 
servative, prompt-paying company. 

The Kenzel Agency has a capacity 
for writing big business and the addi- 
tion of the Equitable Fire and Marine 
to the quota of four companies repre- 
sented by this office greatly adds to 
its facilities. The companies are: The 
Commerce of Albany, the Columbian 
National Fire of Detroit, the Cleveland 
National Fire of Cleveland, and the 
Granite State Fire of Portsmouth. 


STATE BUILDINGS FAVORED 

Assemblyman Sampsel, of Snyder 
County, introduced a bill in the Penn- 
sylvania legislature, last week, giving 
preference in placing fire insurance on 
State buildings and those of institutions 
receiving State support, to fire insur- 
ance companies incorporated in Penn- 
sylvania. 
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The Newark Fire Insurance Company 
OF NEWARK, NEW JERSEY 


Has just appointed the insurance agency of 


J. LEHRENKRAUSS’ SONS 


359 FULTON STREET, BROOKLYN 


As Sole Agents for the Eastern and Western 
Districts of Brooklyn 


This agency now represents 
THE AMERICAN FIRE INSURANCE CO. of Newark, N. J. 
THE AMERICAN CENTRAL FIRE of St. Louis, Mo. 
THE FRANKLIN FIRE of Philadelphia, Pa. 
THE AACHEN & MUNICH FIRE of Germany 
THE HAMBURG-BREMEN FIRE of Germany 
THE CAMDEN FIRE INS. ASSN. of Camden, N. J., and 
THE INSURANCE CO. STATE OF PA. of Philadelphia, Pa. 


For All Casualty Lines 





THE HARTFORD ACCIDENT & INDEMNITY CO. of 
Hartford, Conn., and 
THE CASUALTY COMPANY OF AMERICA of New 


York, N. Y. 





THIS OFFICE NOW HAS EXCELLENT 
FACILITIES FOR WRITING LARGE 
LINES ON GOOD RISKS. 
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ACTION OF PHILADELPHIA AGENTS 


(Continued from page 1) 


has been taken and we understand that 
it is not considered advisable to request 
any pledge at this time.” 

Mr. Krouse’s Statement 

Cc. A. Krouse, of Clarence A. Krouse 
& Co., said: 

“From the agent’s viewpoint we be- 
lieve the companies would secure a 
more varied classification and a better 
distributed liability, if they would write 
only net lines. Under these conditions 
agents would exchange business with 
each other. 

“The question is asked, ‘What is a 
proper net line?’ This is a point that 
has been under discussion with the As- 
sociation of Agents, and, while the ma- 
jority of them seem to understand what 
the net line should be for his individual 
company, some representatives frankly 
admitted that they did not know what 
their larger companies net line amount- 
ed to. For this reason it may be pos- 
sible that the action taken by the as- 
sociation will not be lived up to at this 
time, but we have no reason to think 
so.” 

A Letter Explaining Resolutions 


The committee on reinsurance in 


treaty companies of the Philadelphia 
association drafted the following letter 
regarding the resolutions which had 
for its aim acquainting the companies 
with the resolution adopted: 
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The Resolution 

The resolution, with the exception of 
the concluding paragraph, printed else- 
where, follows: 

Whereas: The rapidly growing prac- 
tice of the larger fire insurance compa- 
nies in Philadelphia and other parts of 
the United States, of accepting lines of 
fire insurance for amounts far in ex- 
cess of their net carrying capacity, for 
the sole purpose of re-insuring such ex- 
cess in foreign re-insurance companies, 
in order to secure a commission there- 
on and a possible participation in the 
profits of such re-insurance, can only be 
regarded as a direct menace to the in- 
terests of the members of this associ- 
ation, to wit: 

That of the total fire insurance pre- 
miums of three hundred million ($300,- 
000,000) of dollars, collected in the 
United States, during the year 1913, 
about twelve and one-half (12%) per 
cent., Or over thirty-seven million dol- 
lars ($37,000,000) were re-insured, un- 
der treaty contracts, in nineteen (19) 
foreign re-insurance companies, as per 
reports to the Insurance Department of 
the State of New York. 

That it is estimated, by competent 
authorities, that in addition to this vast 
sum, at least thirteen million dollars, 
were re-insured, under treaty contracts, 
in foreign re-insurance companies, and 


of which no report was made to the 
New York Insurance Department, thus 
making a total of nearly seventeen (17) 
per cent. of the entire United States 
premiums or approximately fifty mil- 
lion ($50,000,000) dollars premiums, on 
the choicest class of business, annually 
re-insured under foreign re-insurance 
contracts. 

That the average expense, including 
commissions, to premiums, to the nine- 
teen foreign re-insurance companies, as 
reported to the New York Insurance 
Department, was twenty-nine and six 
tenths (29 6-10th) per cent. 

That the average expense, including 
commissions, to premiums, to the first 
nineteen American fire insurance com- 
panies (considered in alphabetical or- 
der, as to names and reporting premi- 
um incomes of one million dollars and 
over) was 39 8-1)ths per cent. 

Below follows an itemized list of the 
above: 

Foreign Re-Insurance 





Companies Premiums. Exp. 
eer $1,860,000 30.6 
Bulgaria 2.2060. 1,260,000 $1.7 
CORE: cisces ces 1,191,000 33.8 
Fire Reinsurance 1,350,000 29.7 
First Russina... 1,130,000 32.1 
Frankona ...... 275,000 31.9 
ee eee 2,500,000 28.7 
International 4,370,000 32.3 
MOSCOW 666s cies 1,600,000 32.7 
Munich ........ 5,700,000 28.6 
Paternelle ..... 640,000 35.3 
OED Siseccaes 6,720,000 30.0 
Russian 1,105,000 32.8 
Salamandra 2,420,000 28.4 
Second Russian. 640,000 00.22 
co 1,200,000 A | 
Eo wkvedeeusen 1,380,000 32.7 
Union & Phenix 1,150,000 31.3 
Warsaw 620,000 29.0 

$37,111,000 563.5 

Average expense to premiums. 

19 foreign re-insurance Co.’s 29.6. 
American Companies 
Companies Expense 
a Pin: te.o noo 7h 0 618 4d wine ae oe 35.9 
IIE 9s 5.5 tess ices ial wale ave 41.1 
RINGS, Fin oso ces cnt cceeecs 33. 
PT, he leds baretseedacdemenues 41.3 
AMOTICER COME. ....ccccccescce wads 39.5 
NN oi nia ar its fo 6) Soave. Aca ate ee 38.7 
ee Sari ac alee at 39.0 
Concordia ..... ele ew doko ie GS 42.4 
ING, sigue ane #6 es s-adrwreaned 42.0 
NS oye pia dived ule! wang d-wiasslee 37.5 
Pidelity Phenix... cccscscseccees WO 
Pee POON sa 5s cce cd tied au deevawa 41.0 
PUPS TURE. vc nc icc ta ctwrwwens 38.9 
ol, St. | aac 41.5 
RENN CS onl a neh oad Heniene 41.7 
German American, N. Y....... o2 O88 
oe a i re -. 48.0 
| Sa eee ere 41.0 
RTE, Fe Rikawdes cess cdaewewe 40.4 

757.8 


Average expense to premiums 
eT | By eee ree 39.8 
This table shows that the cost of ac- 
quirement of business to the nineteen 
leading American fire insurance com- 
panies quoted, was thirty-nine and 
eight-tenths per cent., and that the cost 
of acquirement of business to the nine- 
teen foreign re-insurance companies 
was twenty-nine and _ six-tenths per 
cent., or more than ten per cent. less 
than the cost to American companies 
and that the foreign re-insurance com- 
panies are only enabled to secure their 
business at this low cost because .of 
the elimination of the local agent, in 
whose territory the re-insured risks are 
located and 
Whereas: It is estimated that at least 
one and one-quarter million of dollars 
of premiums, or twenty per cent. of the 
total premiums of Philadelphia are an- 
nually re-insured in the foreign re-insur- 
ance companies, instead of being dis- 
tributed among the companies repre- 
sented by members of this association. 








THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





THE HOME’S steady and surpassing growth has 
resulted from the deliberate preference of careful 
insurers and of those who select indemnity for 
them; agents and brokers 

















North British 
and Mercantile 
Entered United States In surance Co. 


1866 


Established 1809 





Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 
pany which are many times larger. 








HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW _ YORK STATE DEPARTMENT 


PERCY B. DUTTON, Manager, Rochester, N. Y. 















Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 
Cash Capital $750,000 


FIRE ASSOCIATION PHILADELPHIA al 


Charter Perpetual 
Assets $9,091,141 


E. C. IRWIN, President T. H, CONDERMAN : ' : 
. G. GARRIGUES, Sec. and —" ee —_ 
R. N. KELLY, Jr., Asst. Sec. and Treas. 1817 








Rossia Insurance Company 


HARTFORD, CONN. 








REINSURANCE 
Insurance Company, Ltd. 


THE YORKSHI pepe ap 


ie Established 1824 

The “YORKSHIRE” is the Oldest and Strongest of the English Fire Companies not here- 
. tofore represented in the United States 
FRANK & DuBOIS, U.S. Managers ERNEST B. BOYD, Underwriting Manager 
0. E. LANE, Assistant Manager, 80 Maiden Lane, N York 
New York Life Insurance & Trust Co., U. 8S, Trustee, 52 Wall Street 

PACIFIC COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 

NORTH & SOUTH CAROLINA DEPARTMENT Barry R. Bush, Maneger, Greensboro, N. C. 

SOUTHEASTERN DEPARTM » Dargan & Hopkins, Managers, Atlanta, Ga 
Louisiana & Mississippi Department, JAS. B. ROSS, Manager, New Orleans, La. 
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NEW JERSEY NOTES 





JERSEY INDEPENDENT RATES 


IN THEM 





INTERESTING POINTS 





Simplicity of Bakers’ Mutua! Rate— 
Charman Files for Flour 
Mills and Elevators 





Of the independent rates filed with 
the New Jersey Insurance Department, 
A. H. Charman, of Magnolia, N. J., files 
for the Central Manufacturers’ Mutual 
of Van Wert, O.; Grain Dealers’ Na- 
tional of Indianapolis; Indiana Lum- 
bermen’s of Indianapolis; Lumber Mu- 
tual of Boston; Lumbermen’s Mutual of 
Mansfield, O.; Mill Owners’ Mutual of 
Des Moines; Pennsylvania Lumber- 
men’s of Philadelphia, and Pennsylva- 
nia Millers of Wilkes-Barre. Scott M. 
Fell, who formerly filed for the Factory 
Insurance Association, is now with 
Fell & Moon, Trenton local agents, and 
nearly all of his rate designations, filed 
with the Insurance Department, have 
been revoked. Alfred S. Mooney, of 
Philadelphia, files automobile rates for 
the Springfield F. & M.; James B. 
Springer filed for the Seaboard Fire; 
Walter G. Wray filed automobile rates 
for the Commercial Union group. The 
fire mutuals file their own rates. 

A representative of The Eastern Un- 
derwriter inspected the independent 
rates this week, and found consider- 
able of interest. 

The Bucks County Contributionships 
for Insuring Houses and Other Build- 
ings From Loss By Fire Charges 3% per 
cent. for ten years for frame dwellings; 
2144 per cent. for bricks; 3% per cent. 
for brick stores; 5 per cent. for frame 
stores. A policy fee of $1 is charged. 
This is a Pennsylvania mutual. 

No Distinction Among Bakers 

The Bakers’ Mutual Protective Fire of 
Newark rates all risks, regardless of 
structure or materials in the buildings, 
at $2 for two years. The same rate ap- 
plies to machinery and equipment, 
“there being no distinction whatever as 
to character of risks.” The rates are 
paid “by an initial instalment of $2 for 
each $100 of insurance value written by 


the said company.” Perfectly simple, 
this! 

The Cumberland Mutual, of Bridge- 
ton, N.J., divides dwellings into 5 class- 


es. The top rate is 23 cents, brick or 
stone; 25 cents frame. Minimum rates 
for Class A are 10% cents for brick 
dwellings, 12% for contents; 15 cents 
for frame buildings 16 for contents. No 
extra charge is made for automobiles 
unless housed in a building insured in 
the company, when 5 cents is added per 
hundred for each year. Where the 80 
per cent. co-insurance clause is made 
part of a Cumberland policy the rate is 
reduced 20 per cent. 
A Mutual’s Auto Rates 

The Farmers Mutual of Salem has 

the following rates for automobiles: 


Models of current year.......... $1.25 
Models of one year back.......... 1.25 
Beer ME a6 sua cawees tesareave 1.75 


The prohibited automobile list of this 
mutual consists of cars propelled by 
steam, cars used habitually for carry- 
ing passengers for hire, cars used for 
racing purposes, cars covered by mort- 
gages on in litigation. 

The Farmers of Salem charges 12 
cents a year for brick, metal roof dwell- 
ings in Salem, Bridgeton and Wood- 
bury; and 15 cents a year for shingle 
roofs. It charges 40 cents a year for 
private stables under fire protection, 
and 55 cents for unprotected stables. 

The Farmers Reliance of Camden 
charges five mills per dollar of insur- 
ance for a period of ten years on dwell- 
ing homes; eight mills for live stock 
and farm produce, and ten mills for 
barns, schools, churches and grange 
halls. Its method of assessment is ex- 
plained to the department in detail. 


For writing an application a charge of 
$1 is made; 


for writing a policy, 50 


cents; for writing renewals, $1 a pol- 

icy; for assigning policy, 50 cents; for 

transferring insurance, 25 cents. 
Elevators and Flour Mills 

The Grain Dealers’ National Mutual 
Fire Ins. Co., of Indianapolis, has these 
basic rates: 

Flour Mill With Water Power 

Brick or stone, first class in every 
respect 

Frame or brick veneered or iron 

clad, first class in every respect 4.00 

Flour Mill, Detached Steam Power 
Add 5 cents for each 2 feet power 

plant is detached less than 20 

feet. 

Add for shingle roof on mill...... 50 

Country Elevator With Steam Power 
EE eceecusura he habe ced d 
The Mill Owners’ Mutual of Des 

Moines, charges for country ele- 

vator, steam power, basis rate.. 1.75 

Flour mills, $3.50 and $4.00. 

The Merchants’ Mutual of Woodbury 
files the shortest schedule in New Jer- 
sey. It follows: “For one year on 
merchandise or bui'ding containing the 
same % of 1 per cent. for one year; 
and on household goods, dwellings or 
stables, % of 1 per cent., with an addi- 
tional charge of $1.50 for policy survey.” 

The Rahway Mutual insures dwell- 
ings, store property, household goods 
and furniture for 5 or 10 years. It 
charges a policy fee of 50 cents and 
“surveyor’s expenses.” Brick dwellings 
are rated 1% per cent. in the country; 
1 per cent. in cities; frame dwellings 
are 2 per cent. on farms; 1 per cent. in 
cities. 

The Retail Merchants of Paterson 
charges 4 per cent. for three years on 
detached dwellings; 5 per cent. on 
business property. 

The Shrewsbury Mutual of Eaton- 
town charges $2.50 per $1,000 one year, 
on dwelling houses and contents. 

Seaboard’s Rates 

The rates for the Seaboard Fire of 
Atlantic City were filed by James B. 
Springer. In part they follow: 

Seashore Dwellings 

Brick, 40 cents for one year, 
three years on building; 
contents. 

Frame—58 cents. for one year; 
for three years; same on contents. 

Seashore Hotels 

Brick, $2 for one year on building or 
contents. 

Frame, $3 for one year on building 
or contents. 


Stores and Merchandise 

Brick stores with dwelling occupancy, 
96 cents on building and $1.06 contents 
one year; $2.40 building, $2.65 contents 
three years. 

Without dwelling occupancy, $106 
building; $1.16 contents. Frame with 
dwelling occupancy, $1.08 building, $1.18 
contents. Frame, without dwelling occu- 
pancy, +5 18 building; #1. 28 contents. 


$1 for 
and same on 


$1.45 


GETS NEWARK IN BROOKLYN 

The Newark Fire Insurance Company, 
which has an unusually strong corps 
of agents, this week made another im- 
portant appointment, giving its agency 
in Brooklyn to J. Lehrenkrauss, Sons, 
one of the leading agents of that city. 





T. & W. APPOINTMENT 
The Terrill & Wordley Company of 
Newark has been appointed Essex 
County Agent of the Michigan Com- 
mercial. 














Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered iv 1846 


Capital Stock - - - $1,000,000.00 
Liabilities - 5,452,043.92 
Special Reserve Fund - 300,000.00 
Net Surplus - - 3,252,859.29 


Total Assets . - $10,004,903.21 


P. L. HOADLEY, President 
C. E. Sheldon, V. Pres’t. C. W. Bailey, V. Pres’t. 
F. Hoadley, Secretary A. C. Cyphers, Treas. 


























“The Leading Fire Insurance Company 
merica”™’ 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 


ORGANIZED 1859 





Statement, January 1, 1915 


Cash Capital ...... $1,000,000.00 
Assets 7,284,654.80 
Net Surplus 2,486,142.59 
Surplus for 

Holders 





CASH CAPITAL - $5,000,0°0.00 
WM. B. CLARK, President 


Vice-Preside 


3,486,142.59 pte 
HENRY E.REES A. N, WILLIAMS 


Secretary 
E. J. SLOAN 
Assistant Secretarie 


Guy Ee BEARDSLEY 
RALPH BS IVES 


W. F. WHITTELSEY, Marine Secretary 


HEAD OFFICE: 
Cor. William and Cedar Streets 


E, S.ALLEN, 














Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
EST¢ BLISHED 1857 


STATEMENT JANUARY 1, 1914 
RRO: ch iesctdcndueetanse cusebeeeness $1,439.399.53 
DE Bidveesebianodbes ncteaseceewens 579,631.12 
Scrap Kanes auates. Me kdb dnes tien ten 869,768.41 


UNITED STATES BRANCH 
- 123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, United States Manager 


Agents Wanted in Principal Cities and Towns 











Insurance Company of North America 
yer pga PA. 








Marine 


and Inland 


Fire 





Post 


and Tornado Transportation, 
it Motor Boat, 

Rent, Lease, Use \Ggyeears : Tourist Floater, 
es fe Automobile 

and Occupancy Ss : a Q Floater, Parcel 








EUGENE L. ELLISON, President 

BENJAMIN RUSH, Vice-President 
T. HOWARD WRIGHT, Sec’y and Treas. 

2nd Vice-President 
SHELDON CATLIN, 


JOHN O. PLATT, 
Ass't Secretary 
















F. H. HAWLEY, Pres. 


ORGANIZED 1848 W. E. HAINES, Secy- 


Gos Ohio's Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
AN AGENTS COMPANY 


EF. K. SCHULTZ | LOGUE BROS. & CO. 


PHILADELPHIA PITTSBURGH 
General Agent General Agents 


pte ang voce nai Western Pennsylvania 
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BROKERS ACTIVITIES | 














STIR OVER SAFEGUARD VALVE 


DENY AUTO RATE REDUCTION. 
Fire Prevention Company Issued Circu- 
lars Claiming 15 Per Cent. Off 
for Installation 


The Fire Prevention Company of 
Providence has created considerable 
stir among brokers by sending out a cir- 
cular saying that the “Safeguard” valve, 
which it manufactures, and which is 
used for the purpose of shutting off the 
gasoline from the carburetor of an auto- 
mobile instantly and automatically in 
ease of fire, will upon installation en- 
title an automobile owner to a 15 per 
cent. reduction in his insurance pre- 
mium. 

“If your insurance company will not 
give you this reduction write us, and we 
will tell you of companies who will.” 

Inquiry at the New York Fire Insur- 
ance Exchange resulted in information 
that the Exchange has no knowledge of 
such a reduction. 

Providence-Washington 

Inquiry of the Fire Prevention Com- 
pany brought the following letter: “The 
Providence-Washington Insurance Com- 
pany of Providence has granted the re- 
duction in rates for cars equipped with 
our Safeguard Valve. We are in com- 
munication with all the other companies 
insuring automobiles and we will be 
pleased to advise you as fast as we add 
their names to our list.” 

A letter from the Automobile Under- 
writers Conference reads as follows: 

“So far as the territory of the New 
York Agreement is concerned the Provi- 
dence-Washington has not and will not 
allow any allowance for the Safeguard 
Valve. In regard to the action of their 
home office at Providence this matter is 
now in the hands of a special commit- 
tee and an adjustment will no doubt be 
reached immediately.” 

Valve Described 

The National Board’s report on the 
Safeguard Valve, follows: 

“Automatic gasoline shut-off valve de- 
signed to be installed near the carbure- 
tor or mixed in the fuel supply line of 
automobiles and motor boats, and in- 
tended to shut off the supply of fuel to 
the carburetor or mixed in emergency 
cases by the melting of a fusible link 
which allows a spring to close the valve. 

“When properly located and installed 
it is considered suitable for use as a 
means of preventing continuous flow of 
hazardous liquid fuel from the auto- 
mobiles and motor boats.” 


STATE LICENSES 
Should Answer All Requirements for 
Brokers, New York Assembly- 


A Mt. Vernon insurance man, who 
has a brokerage license from the State, 
but could get no certificate from the 
New York Fire Insurance Exchange, has 
complained to Assemblyman Coffey, of 
Mt. Vernon that he has been unable to 
get fire insurance commissions on busi- 
ness he controls in the Bronx. The ac- 
tion of a rating association in making 
it possible or impossible for a State li- 
censed broker to get commissions in the 
jurisdiction of the board of exchange is 
being severely criticised in some quar- 
ters. 

Diverting Business on Mortgaged 

Property 

The mortgaged property insurance 
bill in favor of which New York bro- 
kers spoke at Albany last week before 
the Assembly’s Insurance Committee, 
in an amendment to the insurance laws 
of 1909, and reads as follows: ‘ 

“Neither a trustee, director or offi- 
cer of.an insurance company shall di- 
rect or require a borrower of such com- 
pany, upon mortgage, to negotiate any 
policy of insurance on the mortgaged 





property through a particular insur- 


ance broker or brokers, or attempt to 

divert to any particular insurance bro- 

ker or brokers the patronage of borrow- ; 
ers from such life insurance company 


or refuse to accept an insurance policy 
on the property mortgaged or proposed INSURANCE CO 
te be mortgaged because it was not ne- . 
gotiated through a particular insurance 
broker or brokers.” NEWARK, N. J. 
J ng sre was no opposi- 
wa a aa een ae PiThe The Oldest Fire Insurance Company in New Jersey 
New York brokers quickly showed that INCORPORATED 1811 
the trust companies and savings banks 
had been forced to continue the prac- 
tice in view of the amendment of the 
banking laws. The brokers also ex- 


Agents Desired at Unrepresented Points 





plained that practically all life insur- 





ance companies except one had discon- 
tinued the system. 
* * 7 
Power of Brokers 
At the hearing in Albany last week 
New York brokers said that the mem- 
bers of the Fire Brokers Association 


CASH CAPITAL $700,000.00 


CLEVELAND NATIONAL "™" 4 SNS teste 
FIRE INSURANCE COMPANY CARROLL L. DeMIT, 


Vice-Pres. & Man. Underwriter 





ot New York contro] 80 per cent. of the CLEVELAND. OHIO 
business of the city, and that the pre- 
mium income of New York was 10 per a a 
cent. of the country’s premiums. " ° ° 
: . 6 A strong, modern Company that believes in the American 
Will Discuss Brokerage Conditions Agency System and upholds it 


Frank B. Hall, of Frank B. Hall & 


Co., will be the guest and speaker of 
the Barebones Alumni Association, at APPLICATIONS FOR AGENCIES DESIRED 


its meeting on Wednesday, March 17, 





which is the seventh anniversary of the 








founding of the Society. Mr. Hall will 


talk on brokerage conditions the way TWO HUNDRED AND FIFTH YEAR 
they were twenty-five years ago, and 


e,°e © 
his views will be not only entertain- B tl h Am 
ing, but instructive in the light of pres- iy U N rl S erica 
ent conditions. The dinner, which will INSURANCE OFFICE OF LONDON 


be held at the Old Dutch Tavern, will 


precede the address of Mr. Hall. FOUNDED 1710 Assurance Co. 





paateie ‘iieiiies UNITED STATES BRANCH: pacotmumnies 2606 
The committee appointed to take up 54 Pine Street - New York FIRE 
and continue the universal analytic WESTERN DEPARTMENT: 
schedule in the class on this subject 76 WEST MONROE ST., CHICAGO. . 
conducted by Harrison Law, met last PACIFIC DEPARTMENT: Head Office % Toronto, Canada 


week and is working on plans to secure 
representation in a general committee 
of all liability companies writing com- 
pensation insurance. The purpose is 
to form a working committee to take January 1, 1914 


up questions on the schedule and to J h C P e C 
mect with both the companies and the onn ° aige 0. cane nar ae eee ect seaprnesapestigshd 
Compensation Rating Inspection Board Surplus in U.S. ...... 727,908.12 


either on class or method. This asso- INSURANCE 


N. W. Cor. Sansome & Sacramento Sts. United States Branch 
San Francisco, Cal. 














ciation will be of great help to both W. R. BROCK, President 
the underwriters and the brokers in . . 

2 . P - W. B. MEIKLE, Vice-Pres. and Gen. Mgr. 
acting as a medium in all questions 65 Kilby St. Boston, Mass. € 








relating to the schedule. 
* ok * 





Forming Rating Company 


The Universal Schedule Rating Com- NATIONAL FIRE INSURANCE CO. 


pany is being organized in New York 











city to inspect, rate and report on risks OF HARTFORD, CONN, 

rated on the analytical schedule. It is 

the purpose of this Company to inspect STATEMENT, JANUARY ist, 1914 

risks, make recommendations, and to Capital Stock LIABILITIES 000 

take up with the Compensation Inspec- Sess fer Roimanranss........ ae: *:"8,140,336.00 

tion Rating Board questions on inspec- Reserve for Outstanding Losses... 612,523.00 

tion blanks and rating forms. 2 a Liabi pony ye 

ae ee PUNE Ss since cinds coscau asda coipek.anebie 4,082,441.00 

The annual dinner meeting of the I II 2s anion. cde velvckagsiesconcessanted $15,485.762.00 

Insurance Society of New York will be JAMES NICHOLS, President H. A. SMITH, Vice-President G. H. TRYON, Secretary 

he'd on April 21 at the Hotel Astor. Assistant Secretaries 

The speaker of the evening will be F.D. LAYTON S. T. MAXWELL C. S. LANGDON 

President R. M. Bissel, of the Hartford SURPLUS TO POLICYHOLDERS $6,082,441.n0 








Fire Insurance Company. 











First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 
STATEMENT OF CONDITION DECEMBER 3ist, 1914 


ASSETS LIABILITIES 
Real Matate (Maqmhty) ...cccccvicccscccccsces $ 254,500.00  aamrerowe iy | _ .—— Pee Wise Skip aliases we-ae s Se 
jnearn remium Heserve .........-++++5+. 244, a 
Bleortgeme LOOMS 2c. ccccccccccccccccsccccsce 235,600.00 Anomeed Chadeen an Mesk Mbtats.........3.. ‘ 
iis. Gees WD. 6 iina.as bb cescsd cr cec. 972,966.29 Se I IE, 5 noc 550s cate enwden cas 8,156.78 
Cash in Banks and Office ............-005005- 38,387.53 pe ee — | dae «4 Fn OH seeder pag thy 
o Capita toc artially Paid...... le 
Rape TMMGON ooo 6 ciccccsccssiiccsoveres 81,266.65 MR har oct ioe veces 04,407.62 
Interest and Rents Due and Accrued........ 27,215.03 anddcaanaiagniipenss 
Be MN PD do ncccecsvecscenecresnewes 4,692.31 Surplus to Policyholders ............6+-+++5 $1,303,943.32 
' MD © onc-ncdtddeeesegenecd bes ce seiadeass $1,614,627.81 WOO cc kccdsvescrcdescvusseceseeeose é $1,614,627.81 
ROBERT J. WYNNE, Pres. JOHN E. SMITH, Managing Underwriter 
New York City Agent, Brooklyn Agent, 
WM. SOHMER, 75 William St. FRANK ECKEL BECKER, 153 Remsen St. 
New York City. Brooklyn, N. Y.. 
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A Manager’s Viewpoint of Agency Problems 
No. 3—The Agent and the Broker 


An Address by Frank Lock, United States Manager of the Atlas, Delivered 
Before Fire Underwriters’ Association of New Jersey 








My connection with American insur- 
ance in one way or another has gone 
back for over forty years, and I can put 
ny finger upon any number of as fine 
men, as honorable men, and men of as 
high a type in the business to-day as 
ever there have been. At the same time, 
| cannot occupy the position I do with- 
cut being conscious of the fact that 
there is more or less of a cleavage tak- 
ing place, and I do not believe that the 
fault is all on one side. Now, the ques- 
tion is, if that be the case, what is the 
remedy? Is the American agency sys- 
tem here to stay? Personally, I believe 
that the American agency system has 
certain serious perils affecting it. One 
peril is what I have already indicated, 
in a, probably, declining premium in- 
come. When incomes decline it means 
a scramble for it, not only by the com- 
panies, but by the agents. 

Another thing is that every time you 
increase the rate of compensation it 
becomes a drawing attraction to more 
men to come in who otherwise would 
not have thought of it. But perhaps the 
most serious question of all is what is 
to be the ultimate position as between 
the agent and the broker? I would 
speak very frankly as to what is in my 
own mind. You are not bound to agree 
with me. I did not start out to say 
flattering things, or things that I was 
sure you would agree with, but just to 
say things as they come up in my own 
mind. I believe that some questions 
that arise at times are not viewed from 
your side of the house as they might be 
viewed, considering that the agent is 
essentially a part of the establishment 
of the company. 

Looking at the Fundamentals 
Let us look a bit into the fundamen- 


tals. An insurance company is organ- 
ized with capital, and starts out to 
offer its policies. The people won't 
come for them, therefore representa- 


tives, either salaried or commissioned, 
have to go to the people to offer them. 
jut doing so, you go endowed with all 
the high powers of the company. What 
the. board of directors can do you can 
do in the way of binding the company 
on liability, you being the representa- 
tive of the company. But there comes 
the other side of the question. You 
have been born in Trenton, grown up 
there, everybody on the street knows 
you by your name—Tom or Joe, or 
whatever it is, and they give their 
business to you. That creates on your 
side a feeling that you are their repre- 
sentative, and in a sense their protec- 
tor. That is all right. As one has often 
said, I don’t know anybody else but an 
insurance agent who has to carry 
water in a bucket on each shoulder, 
and carry it straight and steady, but 
that is what most of you do; you have 
te do it, because there is no getting 
away from the fact that while you are 
representatives of a company, essen- 
tially, that is your legal status, yet by 
every tie of affinity and of personal ac- 
quaintanceship, etc., you are going to 
look after the fellow who brings in 
business to you. The company has no 
quarrel about that, that is a situation 
that has existed for long enough. 


The Stamp Tax is Confiscatory 


But then there comes up some ques- 
tion that may be of vital importance, 
for example, the Emergency Revenue 
Stamp Tax. Now, I believe, gentlemen, 
that Stamp Tax Act was drawn so that 
its burden might be spread over the 
mass. Instead of the Federal authori- 
ties saying to the companies: “Give us 
a sworn statement once a year, and 
Pay us as you pay your income tax, 
your half of one per cent. of 
your gross premiums, and have done 
with it,” they split it up into pay- 


<weg from a half a cent upward. And 
why? 


There are very few policyhola- 


ers in the United States that would 
have to pay more than five dollars a 
year; very few; that is, there are very 
few that pay one thousand dollars and 
upward in premiums, but there are 
many men that would only be called 
upon to pay one cent. That illustrates 
the idea that as spread over the coun- 
try it is an incidence of taxation that 
would be felt by no individual policy- 
holder—it is too small. 

How is it with the insurance com- 
pany? I have one in my mind who will 
pay upon 1915 premiums probably not 
less than $100,000, and from that fig- 
ure down. It is confiscatory. If we 
have such a year as the year threatens 
to be, that $100,000 must be paid out 
of dead loss. There will be no profit 
to pay it out of. Now, when a propo- 
sition like that comes up, I, for one, feel 
that resolutions of protest and resolu- 
tions which suggest that the companies 
are trying to do something that is out- 
rageous are out of place. Our good 
friend here, I don’t know who he is, 
who writes as an agent from the con- 
servative East, wrote a letter which 
was uncommonly good—I believe he is 
right when he says that the companies 
are to blame for not having called their 
agents and representatives into council 
over the thing. That ought to have 
been promptly done. It would have been 
the right way to have handled the sit- 
uation, so that with the agents once 
convinced that there was substantial 
justice on the side of the companies in 
that respect, their co-operation would 
have been secured. 

As it was, the thing was put up hur- 
riedly, and meanwhile the sentiment 
against it had had its first innings, so 
that when there was an attempt to do 
what I believe the Statute contemplat- 


ed being done, it was too late. It is a 
concrete instance, in which I think 
there is blame on both sides. I don’t 


think the agents appreciated the right 
side, I don’t think the companies went 
about it in the right way. There are a 
good many things that are on my mind 
in that way, but I am not going to take 
your time to give them. 
Discusses Henry Evans’ Letter 
I also read over something that the 
president of the Continental wrote 
about the present attitude of the thing 
in the same Agency Bulletin, which let- 
ter was sound and common sense. He 
dwelt upon certain other topics; for in- 
stance, underwriters agencies, brokers 
jumbo lines and things of that kind. In 
fact, you gentlemen, if you read the 
views of the Western agent, of the con- 
servative Eastern agent, and the letter 
of Mr. Evans in that Bulletin, you will 
see that they all have some pretty good 
points of view, all things considered. 
Brokers 
Now, we come to the question of the 
influence of the broker. Do you realize 
that it is a much bigger one than it 
was ten years ago? It would be safe 
to say that a very few brokers in the 
United States control ten per cent. of 
all the fire insurance business of the 
United States. That was not the case 
ten years ago, and coming back to 
what was said before, “There’s a reas- 
on.” While you gentlemen are giving 
a good deal of attention to underwrit- 
ers agencies, and one thing or another 
of that kind, I honestly believe that you 
are not one-half awake to the one seri- 
ous and vital question of the business. 
That is a strange thing for a man who 
is not an agent to say to insurance 
agents, because insurance agents cer- 
tainly ought to know their own busi- 
ness better than he does. But then it 
is sometimes the case that the onlooker 
sees most of the game. 
Now, consider the situation. If what 
is said is true, what does it mean? It 
means, in regard to those offices, an 





organization more vast in some instan- 
ces than any fire insurance company 
possesses. It means a command of re- 
sources that neither fire insurance com- 
panies, nor organizations of fire insur- 
ance companies can approach. Some 
man comes up who develops fine engi- 
neering ability and knowledge concern- 
ing special classes of risk. That man 
perhaps is getting a good salary. He 
is approached by a large firm of bro- 
kers, and they get that man. The com- 
pany cannot compete to keep him. So 
it is with sprinkler experts or for elec- 
trical equipments, street railways, 
steam railroads, or any other special- 
ized line of business where one man 
shows himself an expert above his fel- 
lows. Then from that office there go 
out over the country experts, telling the 
people exactly what they can do, and 
how they can do it in order to give 
them the highest measure of protection 
with the lowest expenditure, and that 
risk goes. 
What Will Be Left the Agent? 

This is a condition which is increas- 
ing in intensity every year. Risks of 
magnitude are going into these hop- 
pers, and you gentlemen are ge‘ting 
left with the “chicken feed.” This 
business has attracted into it as insur- 
2nce agents men that are in every re- 
spect the peers of the bankers, the best 
lawyers and professional men in their 
communities. How long are they going 
to stay in the business when they find 
that this big risk and that big risk, 
end the other which was the substanial 
foundation of their agency has been 
taken away? Howis the sma’l business 
going to keep your home, your office, 
your standard of living to which you 
have been accustomed, and into which 
you never would have come if you had 
not had the substantial business of 
your community to place? I read the 
proceedings of some of your meetings, 
end I get the impression that you spend 
an amazing amount of time in hitting 
things that have no substantial import- 
ance, but so far as I have been able 
to understand, you do not always grasp 
things that are the real issues of your 
business. 

I would couple what I have been 
saying about cleavage of sentiment with 
this. There is a great deal more in 
this business than the bare question 
as to whether you could get out of 
one company a trifle more than out 
of another company. For agents that 
gerade high in the office of companies 
like the Aetna and others, there are 
things that the Company will do that 
no one else could ever get them to 
do. One of your strongest assets is 
that feeling with respect to a certain 
class of agents that has grown up 
through long years, so that given con- 
ditions which are anything like equal, 
you have got the situation in your 
hands, so far as the majority of the 
companies is concerned. What I want 
to suggest is that you do want to throw 
yourselves, as it were, out of the hands 
cf the company. 

Companies Have No Desire to Change 
Agency System 

The great body of companies that 
are the standby of the fire insurance 
business are firmly wedded to the 
American agency system. They have 
no desire, no intention of making any 
change from it, even if they could, but 
your bright minds ought to work on 
your problems that you have to face, 
including in all probability, a declining 





premium income. Everything that we 
are doing is bent to that end. Our 
schedules are framed to accomplish 
that. How is that situation going to 
be met? The only way in which it 
can be met, as far as I can see, is to 
raise the qualification of agents by 
which those who are unfit for the high 
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Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
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New Jersey 1914 Casualty Figures 

Premiums Losses U. S. F. & G. .129,011.66 17,992.28 
Company Received Paid a Se” Ae 4,392.38 22.98 
Aetna A. & L. ..$51,779.35 $9,368.99 World Cas. 5,725.89 2,854.57 
Aetna Life ..... 196,427.12 75,485.81 Zurich .......0. 69,386.50 16,220.26 

American Ass, .. 25,258.98 8,596.54 Accident 
Amer. Cas. .... 20,169.21 11,074.32 Aetna Acc. ..... OS ere - 
Amer, Credit Ind. 5,726.68 2,212.69 Aetna Life ...... 27,997.56 $16,337.57 
Pc ee, re 6,541.37 8,892.27 American Ass. 14,902.80 4,133.63 
Amer, Mut. Lia. 65,436.81 28,987.09 American Cas. *§,008.14 *6,865.96 
American Surety108,067.87 4,126.87 American Fid. 1,441.63 304.46 
Brotherhood Acc. 14,306.75 6,424.34 Brotherhood Acc.*14,306.75 *6,424.34 
Cas. Co., Amer..138,945.93 73,553.60 Cas. Co. of Amer. 8,637.53 7,625.95 
Chicago B. & S&S. S008  *evenss Columbian Nat. 1,256.87 265.82 
Columbian Nat. 1,988.42 316.18 Commercial Cas. 12,596.62 3,525.31 
Commerec’] Cas, .327,953.29 98,674.50 Commonwealth .*17,098.09 *4,283.19 
Commonwealth 17,098.09 4,283.19 Connecticut Gen. 7,216.03 1,090.57 
Connecticut Gen. 8,711.92 2,076.55 Continental 23,278.00 9,899.11 
Continental Cas. . 36,630.49 18,032.42 Employers Lia. 7,247.69 2,093.23 
Employers Lia. .284,613.57 101,046.99 Equitable Acc. . *1,457.64 *940.32 
Equitable Acc. . 1,457.64 940.32 Federal ........ *1,059.70 *191.64 
Equitable Surety 1,857.47 _....... Fidelity & Cas.. 62,347.70 11,081.52 
Federal Cas. ... 1,059.70 191.64 Fidelity & Dep. . 12,872.84 2,697.75 
Fidelity & Cas. .354,704.33 71,135.69 Frankfort Gen. . *1,854.38 *895.38 
Fidelity & Dep .230,407.96 65,775.48 General Acc. . 22,789.08 6,875.42 
Frankfort Gen. . 27,675.07 8,434.75 Georgia Cas. .... 25.00 arr 
General Acc, ... 92,004.51 34,999.40 Globe Ind. ..... 14,988.21 14,146.42 
General Ind. ae. awenees Great Eastern C. 20,784.37 6,533.81 
Georgia Cas. ..,. 27,989.09 3,733.42 Hartford A. & I. 189.12 16.67 
Globe Ind. ......262,860.26 84,227.51 London G. & A. . 5,276.57 750.37 
Great Eastern .. 31,881.77 11,061.18 London & Lance. 3,312.28 2,576.80 
Guar, Co. of N. A. a ee rr Loyal Prot. *9 673.84 *6§,452.64 
Hartford A. & I. 47,950.56 6,406.89 Maryland Cas. 7,779.86 1,836.12 
Hartford S. B. . 37,661.86 4,544.94 Masonic Prot. ..*20,205.57 *9,877.25 
Th. Sarety. ....+: Serres Mass. Acc. ..... *1,147.81 *772.61 
tnd. & Ohio L. S. 566.19 75.00 Mass. Bond. & I.*28,631.47 *10,421.34 
tater, Fig. 2... 190,595.40 92,954.94 Metropolitan Cas. 7,075.91 1,076.85 
Lloyds P. G. .. 12,757.00 4,516.77 Metropolitan Life *6,049.73 *390.84 
London G. & A. .127,162.83 36,417.85 National Cas. .. *3,474.74 *1,227.69 
London Lance. .. 64,935.90 19,715.12 National Relief .*10,213.79 *3 564.68 
Loyal Prot. .... 9,673.84 6,452.64 New Amsterdan . 3,551.87 431.97 
Manufactur’s Lia. 68,594.66 3,562.64 New England 87 90.00 
Maryland Cas. . 85,820.52 20,704.99 N. J. & P. G. 491.16 
Masonic Prot. .. 20,205.57 9,877.25 No. American Ac. 1,270.38 
ees. BOG. ..cs< 1,147.81 coo) i 2,375.33 
Mass. Bond. ....117,187.34 30,571.52 Pacific Coast *138.90 
Metropolitan Cas. 27,605.57 9,595.32 Pacific Mutual é 821.14 
Metropolitan Life 6,049.73 390.84 Preferred ...... 25,428.98 11,281.30 
National Cas. .. 3,474.74 1,227.69 Prudential ..... 290.15 63.39 
National L. S. . 713.26 366.67 Ridgley Prot. .. *3,583.81 *2.964.07 
National Relief . 10,213.79 3,564.68 Royal Ind. ..... 9,850.81 1,748.58 
National Surety .128,478.68 47,955.81 Southwestern’ S. 450.50 Petre 
New Amsterdam 37,427.3 5,592.18 Standard Acc. 9,891.21 3,007.78 
New England 30,267.35 13,457.30 Travelers Ind. 1,175.02 164.11 
N. J. F. & P. G. 55,051.04 19,343.44 Travelers ...... 185,236.00 51,658.28 
N. J. Mfg. Cas. .. 76,077.54 23,519.08 U. S. Casualty .. 5,246.19 8,030.12 
B... 2. F 13,501.46 7,635.85 U. S. Fidelity 1,696.86 202.50 
No. American .. 4,464.54 1,270.38 World Casualty *5,725.89 *2 854.57 
__. . 80,818.30 69,613.30 DUPich ..ccscuss 50.00 50.00 

Pacific Coast .... 355.40 138.90 *Including health. 
Pacific Mutual .. 12,554.71 1,598.35 Health 


Preferred ...... 90,720.72 
Prudential ..... 74,804.57 
Ridgley Prot. 3,583.81 
Royal Ind. ...:. 109,344.34 


1,247.81 


3,926.13 


Southern Surety 
Southwesiern S.. 


StanGard ...6.% 47,222.06 
Travelers Ind. .. 52,825.72 
TROVERSTS . oveus 690,043.59 
Union Cas. 48,781.62 
x: ae QO. arias 37,887.73 


24,546.83 Aetna Life ..... 
16,970.15 American Ass. 
2,964.07 American Fid. 
30,995.49 Cas. Co. of Amer. 
..».e. Columbian Nat. 
16.00 Commercial Cas. 
14,217.88 Connecticut Gen. 
11,809.83 Continental Cas. 
439,890.13 Employers’ Lia.. 


22,720.94 


18,861.35 


Fidelity & Cas. 
Fidelity & Dep. 





$19,045.83 
10,356.18 
796.45 


$5,534.35 
4,462.91 
401.79 
1,722.26 
50.36 
1,901.39 
985.98 
8,133.31 
539.63 
15,684.32 
1,862.41 





we 
w 





A Progressive 


SURETY axn CASUALTY 
Company 








Competitive Disability Policy 
$36.00 








It sells itself 


Marks a new era 
in Accident and 
Health Insurance 














Fidelity and Deposit Company 


OF MARYLAND 











General Acc. 10,042.32 
Georgia Cas. 35.00 
Globe Ind. ..... 5,997.77 
Great Eastern 9,076.76 
Hartford A. & I. 108.50 


London G. & A. 1,542.63 


London & Lance. . 1,399.45 
Maryland Cas. 2,919.82 
Metropolitan Cas. 1,501.70 
New Amsterdam 1,456.68 


273.99 


249.49 


New England ... 
yo: Fp ae ee 


| an 4,413.70 
Pacific Mutual .. 3,995.56 
Preferred ....:; 4,100.06 
Prudential ...... 127.75 
Royal Ind. ...... 2,439.18 
Southwestern S.. 45.00 
Standard ....... 2,194.27 
Travelers Ind. .. 221.00 
Travelers ...... 33,459.93 
United States C. 2,029.86 
U. S. F. & G. 669.47 
Liability 
Aetna A. & L. $874.37 
Aetna Life ..... 165,787.17 
American Cas. 5,499.44 
American Fid. 1,420.19 
Amer. Mut. Lia. 7,164.51 


Cas. Co. of Amer. 25,956.50 
Commercial Cas..117,109.28 
Employers’ Lia, . 72,885.60 
Fidelity & Cas. ,. 69,229.72 
Fidelity & Dep. . 48,208.3 
Frankfort General 8,144.7 
General Acc. ... 18,267.7 
Georgia Cas. ... 14,381.3: 
G'obe Ind. ..... 66,109.42 
Hartford A. & I 5 
London G. & A. . 46,750.4 
London & Lance. . 27,201.77 
Manufactur’s Lia. 7,072.12 
Maryland Cas. 16,214.16 


. 21,733. 


Bond. 


5,195.08 


Mass. 
New 
New 





Amsterdam 10, 
England .. 13, 


. 19,182.06 


906.20 


344.81 


1,968.16 N. J. Mfg. Cas. 7,169.32 
AS ti GOON  .sc.ccess BESSA 
Pieferred ...... 28,210.26 

995. Prudential ...... 37,030.97 
1,211.72 Royal Ind. ..... 25,338.59 
4V0.71 Southern Surety 43.00 
443.80 Southwestern S. 896.45 
157.14 Standard Acc. .. 7,852.31 
30.37 Travelers Ind. . 773.27 
1,502.09 Travelers ....... 154,838.52 


777.21 
2,050.64 U. S. 
33.93 U.S. 


Cas. 


COEDS DORM si cicocents SY 
293.55 Aetna A. & L. 
48.21 Aetna Life «wet, 


10,289.50 American Fid. 


Union Cas. ..... 25, 
J .. 8,838.50 
r.@G. ... , 


204.84 


962.84 
438.42 


$46.85 
170.90 
280.48 


1,200.90 Amer. Mut. Lia. . 58,272.30 
200.00 Cas. Co. of Amer. 88,856.65 
Commerc’l Cas. ..155,363.49 

$122.49 Employers’ L.a. .161,323.80 
51,025.66 Fidelity & Cas. .. 73,644.24 
1,037.80 4,361.54 
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Fidelity & Dep. . 4 
Frankfort Gen. .. 1 


4,179.00 


149.45 General Acc. 31, 
7.794.48 Georgia Cas. 7 
41,211.11 Glebe Ind. ...... 110 
16,175.94 Hartford A. & 1. . 17 
13,450.54 London G. & A. . 52, 
12.375.60 London & Lance. . 14, 
2,608.56 Manufactur’s Lia. 61, 
3,556.50 Maryland Cas. .. 24 
2,055.52 Mass. Bond. .... 39, 
15,003.60 New Amsterdam. 12, 
3,738.50 New England 
14,679.88 N. J. Mfg. Cas. .. 68, 
3,681.85 Ocean .......... 137 
6.566.21 Preferred ....... 1, 
3,304.00 


344.38 


570.91 


344.07 
494.37 


»724.03 


525.44 
488.26 


522.54 






063.51 


781.60 
301.05 
429.80 
908.22 


588.98 


685.53 


(Continued on page 18) 


Workmen’s Compensation 


$104,639.55 


2,240.87 
28,537.64 
41,924.24 
40,162.74 
74,696.27 
16,110.95 
16,151.02 

4,672.17 
13,416.59 

415.07 
40,413.00 

1,146.14 

17,908.32 





SUGGESTIONS 
Principal 
Sum 
$1,500.00 
2,000.00 
3,000.00 
1,000.00 
2,500.00 
5,000.00 





Single Weekly 
Ind. 

$ 20.00 
35.00 
40.00 
50.00 
75.00 
100.00 


One Striking Feature of Our Policy— 


The “30th Anniversary” Accident is Its Flexibility 


You can build up the policy to exactly suit the needs or the views of 
your customers charging $2.20 per annum for each $1000 of principal 
sum and $2.30 per annum for each $5.00 of weekly indemnity desired. 


Annual 
Premium 


$12.50 
20.50 
25.00 
25.20 
40.00 
57.00 


A liberal policy form with many special features—Liberal commissions. 


The Preferred Accident Insurance Co. 
80 Maiden Lane, New York 
KIMBALL C. ATWOOD, President 
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KNOLL AND TURGEON SEPARATE 


FORMER OWNS BUFFALO AGENCY 








Have Represented Aetna for Many 
Years—Major Turgeon is President 
of Federation 





The partnership existing between 
Augustus H. Knoll and Maj. Newton 
£. Turgeon for the past nine years, 
under the firm name of Knoll & Tur- 


geon, Buffalo, has been terminated by 
mutual agreement. Mr. Knoll through 
the purchase of the one-third interest 
of his partner becomes the sole head 
of one of the largest casualty agencies 
in the United States. Announcements 
being issued from the general offices 
of the agency in the White Building 
state that Maj. Turgeon has retired 
from the casualty field. 
Agency Established in 1897 

Mr. Knoll established the agency in 
1897 when he became general agent 
and adjuster of the Buffalo and West- 
ern New York office of the casualty 
department of the Aetna Life Insurance 
Company. Mr. Turgeon entered into 
partnership with Mr. Knoll in 1906, 
forming the firm of Knoll & Turgeon. 

Its business was started in a 9x12 
room, expanding steadily until the gen- 
eral agency now requires practically 
an entire wing of the tenth floor of 


the White Building for its office force 
of 53 clerks, adjusters, investigators 
and inspectors. The business of the 


agency has extended throughout this 
portion of the State, embracing the 
work of 314 agents and brokers. Busi- 
ness to the amount of over $512,000 
was done by the firm in 1914. 

The announcements to the _ policy- 
holders of the firm, by Mr. Turgeon, 
telling of his retirement, solicit a con- 
tinuance of their patronage with his 
successor. 

Mr. Knoll’s personal success in the 
casualty field has paralleled that of the 
agency he established, according to the 
records of the home offices of the cas- 
ualty companies. These show that he 
is among the first ten individual writ- 
ers of this form of insurance in the 
United States, having held this posi- 
tion for sometime among the insur- 
ance business producers. 

Mr. Knoli’s Career 

Knoll came to Buffalo in 1893 
from Montrose, Pa. He became asso- 
ciated with the former firm of Sweet 
and Jahonnot, at that time agents for 
sporting goods and _ bicycles. lwo 
years later he entered the bicycle 
agency field for himself developing an 
extensive business when bicycling was 
in the height of its popularity. 

In addition to his casualty business 
he is an officer, director or stockholder 
in local and out-of-town industrial and 
commercial enterprises. Mr. Knoll is 
a director of the Buffalo Chamber of 


Mr. 
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© Minnis Surety Company 


HOME OFFICE, 134 S. La Salle Street, CHICAGO 
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Local Agents Wanted Everywhere 
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annual banquet which brought James 
A. Farrell and other prominent men 
to Buffalo to talk on optimism and big 
business. He is a director of the Elli- 
cott Club and chairman of its enter- 
tainment committee; a former presi- 
dent and chairman of the Automobile 
Club of Buffalo’s entertainment com- 
mittee; widely known in fraternal 
circles and a worker for the best in- 
terests of the motorists and good roads. 
Energetic and resourceful Mr. Knoll is 
rated as one of Buffalo’s real “live 
wires.” 
Major Turgeon a Well-Known Figure 
Major N. E. Turgeon is president of 
the Insurance Federation of New York 
and one of the most popular and ener- 
getic insurance man in the State. He 
has always been active in working for 
the good of the insurance business in 
an unselfish and untiring manner. 





MASSACO CLUB MEETS 





Agents of Massachusetts Accident Com- 
pany Came From All Parts 
of Country 





The Massachusetts Accident Com- 
pary held its first meeting of the 
Massaco Club at. the Parker House, 
Boston, Mass., March 8 and 9. This 
club is composed of the agents of the 
Company who have produced a certain 
amount of business during the year, 
and is a continuation of the annual 
meeting of the agents which has been 
held for the last six or seven years. 

The meeting was opened with an 
address by Mr. Edward J. Slattery who 
is secretary of the Mayor’s office. Mr. 
Slattery was an o!d friend of the found- 
er of the Company, George E. McNeill, 
and spoke enthusiastically of the sturdy 
character of Mr. McNeill. 

The regular meeting was opened by 
an address from the president, G. 
Lecnard McNeill, on the progress of 
the Company, and papers were read by 
the different heads of the departments 
and prominent agents on questions per- 
taining to the business. 

On Monday evening all the members 
of the club attended the theatre, and 
on Tuesday evening the meeting closed 
with a banquet. . 





GETS CASUALTY COMPANY 
Charles W. Dean, of Ridgewood, nas 
been appointed New Jersey agent for 
all lines of the Massachusetts Bonding 





Commerce, chairman of its entertain- & Insurance Company, as of March 5 
ment committee and had charge of the Mr. Dean has been a New Jersey fire 
arrangements for the Chamber’s recent agent for the past ten years. 
Liability Accident 
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Workmen’s Compensation 
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PROPOSED LEGISLATION 


Several Measures Brought up in the 
State Legislatures Affecting 
Accident Insurance 
A bill has been passed in the Penn- 
sylvania Senate denying the right of 
the companies to cancel a policy after 
it has been issued. The companies are 
trying to prevent this from passing the 

house. 

A bill in North Dakota, which has 
also passd the Senate, aims to obligate 
every casualty company to make a de- 
posit of $100,000 with that State, disre- 
garding other deposits. 

A bill drafted, but not as yet intro- 
duced in the Ohio legislature, proposes 
to limit the whole expense of conduct- 
ing the business to 50 per cent. and to 
compe] the return of the residue either 
in claims or in premiums. 


LOUISVILLE AGENT HERE 
Adolph Reutlinger, of Reutlinger & 


Stith, recently appointed agents of the 
Casualty Company of America, in Louis- 
ville, is stopping with his bride at the 
Hotel Biltmore, New York, on their 


wedding trip 


A. Duncan Reid, manager of the 
Globe Indemnity Company, is planning 
a trip to the Pacific Coast shortly after 
Easter. 






HICAGO 





ANYdWO 
NOILVSNIdWO 





H.GB.Alexander 
PRESIDENT 


A 50 PER CENT. INCREASE 





What the New Amsterdam Casualty 
Did Last Year—Assets Are Now 
$1,721,523 





The year 1914 proved an unusually 
good one for the New Amsterdam Cas- 
ualty Company. The premium income 
was $1,358,000, an increase of more 
than $450,000—50 per cent.—over 1913. 

J. Arthur Nelson, president of the 
New Amsterdam, said in a letter to 
stockholders: 

“We disbursed for expenses, $535,- 
759.80, making the expense ratio of the 
Company slightly under 40 per cent. of 
the premiums written; and we paid for 
losses and expenses of adjusting losses, 
$648,952.84—about 48 per cent. Total 
losses and expenses paid, 88 per cent. 
ot the premiums written. 

“The income from interest on invest- 
ments was $59,313.37, of which we dis- 
bursed to stockholders for dividends, 


$40,375. 

“We set aside to meet legal reserves, 
over $300,000, and we were able to do 
this by absorbing only about $100,000 
of our surplus. 

“We close the year with assets of 
$1,721,523.14, an increase during the 
year of. more than $375,000. 

“Our organization is in splendid con- 
dition, and we look forward to the year 


1915 with expectations of excellent re- 
sults.” 





JACKSON & POTTER, Inc. 
1 Liberty Street NEW YORK CITY 
General Agents 


PREFERRED ACCIDENT 
ALL LINES OF INSURANCE 


“Preferred Service’’ 








INTERSTATE 
Life & Accident Company 


CHATTANOOGA, TENN. 











Accident, Health, 
Plate Glass and 
Weekly 
Life Insurance in 
Tenn., Geo. 


and Ky. 











Most Loyal Agency Force on Earth 
4ND THERE'S A REASON 


Ask H. D. HUFFAKER, President 














BUSINESS=BUILDERS 









BOSTON 
Paid-In Capital $2,000,000 


' DEVELOPING 
4 Fidelity and Surety Bonds, Liability Workmen’s 


~ Compensation, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts BondingsInsurance Company 





Automobile, Accident, Health, 





T. J. FALVEY, President 
Write For Territory 








C. A. CRAIG, President 








W, R. WILLS, Vice-Pres. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


C. R. CLEMENTS, Sec, & Treas. 
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NEW JERSEY CASUALTY FIGURES 
(Continued from page 16) 


Premiums 

Company Received 
Prudential ...... 25,698.99 
Royal Ind. ...... 32,309.11 
Southwestern S. . 327.30 
Standard ........ 26,483.43 
TPAVOIOSS ...0606 6% 316,509.14 
Union Cas. ..... 8,830.73 
a re 10,336.77 
U.S. F. & G 28,172.43 
BUPIOR .ckccwcse Bapettae 

Fidelity 
Aetna Acc. . $2,641.38 


1,096.19 

. 54,989.86 
1,065.96 
466.97 
13,146.82 
31,894.32 
2,862.63 
563.09 


American Fid. 
American Sur. 
Cas. Co. of Amer. 
Employers’ Lia. . 
Fidelity & Cas. .. 
Fidelity & Dep. .. 
Globe Ind. 
Guar. Co, of N. A. 


Hartford A. & I. 50.00 
Il:ino's Surety 325.03 
inter, Pid. ...... 152,960.52 


1,497.18 
3,313.19 


London & Lanc.. 
Maryland Cas. 


Mass. Bond. 1,517.34 
National Surety . 44,199.76 
New England 760.39 
SOE a narsentre ks 721.67 
Royal Ind. ...... 4,261.37 
Southern Surety . 2.8 





Southwestern S.. 


U. S. F. & G. 19,253.25 
U. S. Guar. 4,392.38 
Surety 
Aetna Acc. ...... $11,082.55 
American Fid. 1,164.02 


Surety 53,078.01 
4,515.51 


American 
Cas. Co. of Amer. 


Chicago B. & S. 415.03 
Employers’ Lia. . 50.00 
Equitable Surety 1,857.47 
Fidelity & Cas. .. 3,994.57 
Fidelity & Dep 47,525.13 
Giobe Ind. ...... 10,628.83 
Hartford A. & I. 446.68 
Illinois Surety 1,593.91 
BROT. FIG. e050: 37,634.88 
London & Lance. . 49.67 
Maryland Cas. 6,937.72 
Mass. Bond. 8,538.93 
National Surety . 56,935.28 
New England Cas. 7,812.18 
Royal Ind. ...... 8,467.63 
Southern Surety . 902.15 
Southwestern S.. 318.05 


U. S. F. & G. .. 37.060.5¢ 


Plate Glass 


Aetna Acc. ...... $2,387.81 
American Cas. .. 2,376.55 
Cas. Co. of Amer. 2,512.56 
Connecticut Cas. 3,469.52 
Employers’ Lia. . 1,202.70 
Fidelity & Cas. .. 10,387.37 
Fidelity & Dep. . 12,943.71 
Georgia Cas. 3,157.22 
Giobe Ind. ...... 4,663.48 
Great Eastern C. 1,485.12 
Hartford A. & I. 149.57 
Lioyds P. G. 12,757.00 





London & Lan. 9,752.85 
Maryland Cas. 3,630.34 
Mass. Bonding .. 9,803.87 
Metropolitan Cas. 19,027.96 
New Amsterdam 2,552.01 
New England Cas. 4,327.39 





N. J. F. & P. G. . 40,697.55 
N. Y. P. & G. .. 13,501.46 
ee ep 7,188.90 
Preferred ...... 104.40 
Prudential Cas... 1,712.63 
mOyel TOG. «0... 1,313.99 
Union Cas. ..... 5,027.26 
ic ee SO sy ee 99.62 


2,723.94 


Steam Boiler 
$17.50 
3,119.70 
16,920.32 
3,064.03 
34,622.29 
1,252.73 
5,607.70 


Cas. Co. of Amer. 
Employers Lia. .. 
Fidelity & Cas. 

Globe Ind. 
Hartford S. B. .. 
London G.& A... 
Maryland Cas. 


ere 5,439.23 
Royal Ind. ..... 1,432.71 
Travelers Ind. 13,308.88 
oe So  aaeres 1,472.33 
Ee a. eS Se 19.45 


Losses 
Paid 

6,650.47 
10,755.51 
9,197.15 
136,449.00 
2,373.55 
3,015.12 
6,540.09 
6,566.16 


04.45 


10,314.57 


mio 
avi 


$1,094.67 
1,442.26 
2,465.47 
323.26 
420.13 
,659.67 
3,115.51 
830.11 
1,677.51 
695.65 


w 


5,290.60 
1,120.79 
3,177.59 
8,117.76 
1,396.11 
405.04 
16,077.17 
7,635.85 
2,290.55 
116.98 
903.25 
712.51 
6,413.35 
70.67 
845.51 


$137.00 
95.23 
160.10 
4,033.92 


Burglary and Theft 


Premiums Losses 
Company Received Paid 

Aetna Acc. ..... $13,182.79 $3,889.59 
American Cas. .. 1,390.33 1,048.88 
American Fid. 3,866.69 1,662.86 
Cas. Co. of Amer. 772.65 1,224.53 
Employers’ Lia... 13,145.53 4,392.13 
Fidelity & Cas. .. 36,582.56 7,109.73 
Fidelity & Dep. .. 15,115.24 2,137.80 
Frankfort Gen. .. 1,654.06 103.81 
General Acc. 3,045.08 4,510.25 
General Ind. en 
Georgia Cas. .... [aa ee 
Globe Ind. ...... 21,845.27 6,239.64 
Great Eastern C. 535.52 1,863.56 
Hartford Acc. ... 3,042.77 87.50 
London G. & A. . 7,656.*6 1,481.96 
Maryland Cas. 8,855.25 3,264.97 
Mass. Bonding .. 8,380.01 3,212.82 


National Surety . 6,024.53 


New Amsterdam 4,490.30 938.80 
New England Cas. 1,670.25 2,058.50 
N. J. F. & P. G. 13,231.31 2,744.74 
ere 19,170.92 4,967.74 
Preferred ....... 14,331.45 5,214.60 
Prudential ...... i ere 
Royal Ind. ...... 15,437.02 5,889.93 


1,562.25 
3,125.18 
13,754.60 


4,484.26 
2,836.02 


Southwestern S. . 

U. S. Casualty 

UU. 6. F. & G. 
Credit 


Amer. Credit Ind. $5,726.68 $2,212.69 


London G. & A. . 3,360.00 642.15 
oo eee 11,030.00 1,303.68 
Sprinkler 
Metme BCC. 224266: $433.61 $215.95 
Maryland Cas. 1,299.95 $0.38 
oS Sea eee 41.40 
Fly Wheel 
Aetna Acc. & L. Deno \ gecteoke 
Employers Lia. .. | rer 
Fidelity & Cas... 5,694.36 $995.61 
Globe Ind. ...... | ar ersrn 
Hartford S. B. 3,039.57 511.02 
Maryland Cas. en Sanwene 
MOPED ING. ccc ee = -eawewerg 


Trave‘ers Ind. 776.35 


Auto and Teams Property Damage 


Aetna A. & L. .$21,101.89 $4,262.73 
American Cas. 2,894.75 679.42 
American Fid. 122.94 103.29 
Cas. Co. of Amer. 3,146.74 447.65 
Commerc’] Cas. . 32,141.42 11,550.69 
Employers’ Lia. . 23,028.23 2,592.66 
Fidelity & Cas. .. 8,448.94 2,659.89 
Fidelity & Dep. .12,595.46 5,806.02 


Frankfort Gen. .. 677.54 154.83 
General Acc. .... 6,289.42 1,445.56 
Georgia Cas. .... 3,011.45 432.72 
Globe Ind. P 21,865.64 5,259.86 
Hartford A. & I.. 4,506.39 1,418.08 
London G. & A. 8,798.90 1,174.11 
London & Lan... 7,234.44 4,214.83 
Maryland Cas. .. 3,747.50 908.14 
Mass. Bond. .... 1,352.06 14.50 
New Amsterdam. 2,169.20 507.62 
New England Cas. 1,248.67 113.15 


re 17,005.71 7,241.03 
Preferred... 16,860.04 1,917.91 
Prudential ...... 9,524.80 1,755.24 
Royal Ind. ...... 8,303.55 3,570.01 
Southern Surety . OS Ea eee 
Southwestern S. . 154.31 16.00 
Standard Acc. 800.84 1,000.00 
Travelers Ind. 36.571.20 11,416.13 
Union Cas. ..... 9,718.79 4,348.36 
ae So eee 6,739.28 426.88 
U. S. F. & G 5,737.14 1,269.54 
ae 13,020.83 4,583.40 


Workmen’s Collective 


Employers’ Lia. . ae. seem 
Globe Ind. ...... er ere 
Live Stock 
Ind. Ohio L. S. $566.19 $75.00 
National L. S. 713.26 366.67 


AETNA’S PASSAIC APPOINTMENT 

Alexander Laiks has been appointed 
agent of the Aetna Life in Passaic. Mr. 
Laiks has been operating a fire and cas- 
ualty agency in that city for five years 
and, as he puts it, “I think I have been 
losing money by not writing life insur- 
ance because I have had many calls 
for it.” 


GENERAL IN SOUND CONDITION 


SURPLUS OF NEARLY $400,000 





Assets Maintained for Protection of 
American Business Are $2,827,363 
—F. Norie-Miller Here 





Closing the year with a surplus to 
policyholders of $336,606, the General 
Accident Fire and Life Assurance Cor- 
poration, Ltd., has materially added to 
the financial strength of its United 
States branch by the forwarding from 
the home office at Perth, Scotland, of 
$50,000, and arranging for a further re- 
mittance of $80,000, thus guaranteeing 
the ability of the Corporation to pro- 
vide ample resources for the protection 
of policyholders in this country. 

The financial statement, published in 
another column of this paper, shows 
that the business of the General Acci- 
dent in the States is on a sound foun- 
dation. The assets maintained for the 
protection of the American business 
totals $2,827,363. The unearned premi- 
um reserve amounts to $1,164,161, and 
the claim and loss reserve to $946,099. 
Other items for which reserves are set 
aside show $66,184 for taxes and State 
fees, and $314,310 for outstanding pre- 
miums and all other liabilities. 

Satisfactory Experience 

Thus far in 1915 the experience of 
the General Accident in the United 
States Branch is highly satisfactory to 
both the management and the agents, 
the latter giving evidence of their loy- 
alty -by increased production of desir- 
able business. 

During 1914 there were a number of 
changes made in the personnel of the 
heads of departments, the most note- 
worthy being the bringing of H. E. 
Southam from England and placing 
him at the head of the Liability Under- 
writing department, as a result of 
which a marked improvement is to be 
found in the business of that branch. 

Mr. Southam’s Experience 

Mr. Southam was connected with 
Workmen’s Compensation insurance 
since it was first introduced in England 
in 1897. He had charge of the Work- 
men’s Compensation claims  depart- 
ment of the Ocean Accident for several 
years, being subsequently assistant 
manager of the Employers’ Insurance 
department of that corporation. Since 
1907, up to his coming to this country, 
he was manager of all branches of acci- 
dent and liability business of the Na- 
tional General Insurance Co. He is a 
Fellow of the Chartered Insurance In- 
stitute of Great Britain, and a member 
of the Council of Insurance Institute of 


London. He was also an examiner in 
casualty insurance for the Federated 
Insurance Institutes of the United 
Kingdom. Mr. Southam’s experience 


along casualty insurance lines ably fits 
him for the position he holds with the 
General Accident here. 

Three Branch Offices 

During the year the Corporation es- 
tablished three branch offices, one at 
Boston, for the New England States; 
one at Winona, Minn., for North and 
South Dakota, Nebraska, Iowa, Minne- 
sota and Wisconsin; and one at Pitts- 
burgh, Pa., for the Western Pennsylva- 
nia field. These branches are all equip- 
ped with underwriting, inspection and 
claims departments, thus affording a 
closer contact with the field men than 
is otherwise possible. 

General Manager F. Norie-Miller is 
on a visit to the United States from the 
home office of the General Accident at 
the present time. He will return to 
Scotland in about ten days. 





STARTS ASSURED WORKING 





Plan of Nationa! Casualty Agent to Get 
Policyholders’ Help in 
Campaign 





Lawrence Sutherland, Newark agent 
of the National Casualty, has adopted 
a unique plan for getting the new busi- 
ness necessary to fulfill a self imposed 
allotment. He has started a “get an- 


other policyho‘der” campaign. To 
make this successful he is holding a 
series of smokers to each of which he 
invites twenty of his policyholders and 
gives them a little talk on the principles 
of insurance. 

The first smoker was held on March 
1. It was even a greater success in 
getting new business and new agents 
than Mr. Sutherland had anticipated. 
Several of the policyholders present 
made a few comments of their own on 
what insurance had done for them and 
helped greatly in arousing enthusiasm. 





FRANK LOCK’S PAPER 
(Continued from page 15) 
trust that is expressed in it should be 
eliminated from the business. 

As regards the competition of the 
brokers, I admit that it is an exceed- 
ingly hard one for you, but it remains 
in your favor that you have the com- 
munity with you on equal terms, you 
bave the company with you on a little 
better than equal terms. I speak of 
the majority of them, and it is for you 
to look to those elements and give the 
best service that you can. 

Company Inter-Competition 

There is one thing with regard to 
this business which is noteworthy. We 
have companies of huge size, and we 
have companies on the other hand that 
are very small, yet they arefound in the 
same associations. There is one thing 
about this—and I think you wil bear 
me out in it—there is never any effort 
on the part of the big companies to 
stifle the small ones. Whatever we 
have accumulated in the way of ex- 
perience, organization, or machinery, is 
alike available to all they care to come 
in and pay the price on the scale that 
we pay. I have yet to see any evidence 
whatever of any deliberate attempt to 
squeeze out or stifle the smal! com- 
panies. Age, resources, prestige, brains 
make a competition that is hard enough 
tor the small company, anyway, and 
there is no attempt, so far as I know, to 
exert pressure beyond those things. 

We are being confronted, from time 


to time, in New Jersey, as in every 
State, with efforts on the part of the 
legislature to see what can be done 


to bring rates down. I would like to 
bring out this thought: You can make 
rates which will allow Companies A, 
B, C to make a bare living, but you 
will kill eight-tenths of all the com 
panies doing bus'ness if they are held 
to those rates; or you may make rates 
that are high enough to enable the 
average company to make a living and 
those rates will equip companies A, B, 
C to make a very handsome profit; you 
cannot get away from that. You have 
to admit, as in banking or merchan- 
dise, or anything e!se, that given equal 
conditions, age, resources, prestige and 
brains are going to make better ad- 
vantage of those conditions than the 
other fellow. That is why we see a 
Marshall Field or an Altman, or a 
Chemical National Bank Now then, 
if the legislature will help to make 
rates that are low enough to keep down 
the companies I have named from mak- 
ing more than a small living, you will 
kili the mass of the other companies. 
You make them high enough ‘to allow 
the rank and file of the fire companies 
to make a living profit, and they will 
inevitably be high enough to enable 
those ablest companies to make a very 
handsome profit. 


SALARIED CLERKS 
There is more discussion among 
agents in New York State relative to 
the advisability of a law requiring 
salaried clerks and salaried solicitors in 
insurance officers to pay only a nom- 
inal fee for their licenses. 





In the flood of compensation meas 
ures in this State one abolishes the 
Workmen’s Compensation Commission, 
substituting for it an industrial com- 
mission; and another places burden on 
State if manufacturer is not at fault. 





The American Standard Life of Fort 
Wayne, Ind., has been incorporated 
with $200,000 capital to write life, 
health and accident business, 











Ee te ee ee 


March 12, 1915. 


THE EASTERN 





UNDER WRITER 19 














Accident and health 

Canvassing agents can find much 

Points From that is profitable in a 

the Coast list of five canvassing 

points made by C. H. 
Langmuir, of Los Angeles, Cal. Mr. 
Langmuir is the agency director of the 
New York Life in Los Angeles, but 
his pointers apply to all insurance 
agents, and they are printed herewith 
in full: 

1. The hardest task in the world 
for an insurance man is to do a days 
work. Therefore, start each day with 
a limited, definite list of names and 
addresses. Prepare the list the night 
before. Don’t let the day pass with- 
out seeing every man on that list. There 
is only one way to keep good friends 
with yourself in this insurance busi- 
ness, and that is to do a day’s work. 

2. Don’t waste time on the man 
vou’re never going to get. You can 
irn money by cutting out the fruit- 
ess talk, passing up the worthless 
rrospect. If you absolutely can’t in- 
erest a man, if he doesn’t like you, 
von’t listen, has no money, is loaded 
up with insurance, go and find another 
nan, There are plenty of men, what’s 
he use of firing good shot when there’s 
no target to hit? 

3. Never leave a man without ask- 
ng for the names of the other men in 
ie same room, of any ehance caller, 
r possibly of some man in an allied 
business who is making money. Don’t 
take out your prospect book until after 
you have obtained the information, or 
vou will likely be turned down. You 
can never want for prospects if you 
keep on adding names to your list. 

{. Follow your first impulse. There 
is not an old agent among us who does 
not mourn the appreciations lost be- 
cause he failed to go at once to see 
some man whose rame occurred to 
him. Don’t wait until you feel in the 
mood, the way to feel in the mood is 
to go now and do what your better 
mpulse dictates. Make it your religion 
to follow the good first impulse even 
when you feel like the deuce. 

5. “Always do the thing you're 
afraid to do.” If you could follow that 
rule every day, early in the day, you 
would be a stronger character forit. It 
is bracing to do the courageous thing. 
The attempted task is only half as hard 
as the task anticipated. For instance, 
approaching strangers is easy—after- 
ward. And it has this great advan- 
tage; it requires less real nerve than 
approaching familier friends, and can 
have no after effect on your social 
prestige. Here is a prosperous-looking 
man standing at his shop door, or sit- 


Special Talks With Local Agents 





ting—alone—at his desk. It will take 
you just three minutes to find out if 
he is a prospect. Go and speak to 
him as you would to a business asso- 
ciate. You are his equal, look him 
squarely in the eye. State your busi- 
ness, and then try to say something 
interesting to which he must reply be- 
fore he has a chance to turn you down. 
In 19 out of 20 cases, when strongly 
and pleasantly approached, strangers 
are courteous—in the 20th case, the 
discourtesy is his, not yours. The 
curse of the insurance agent is the 
foolish fear of men. 

6. When a prospect at last seems 
hopeless, hope again, give him another 
chance. Go back and see him after 
an hour. Make a new _ suggestion. 
Throw your optimism and confidence 
into it. Fill out the application blank 
n advance. Give your prospect a 
chance to surrender without saying so. 
How can you tell what is in his mind? 
He may be ready. Securing an appli- 
cation is like dislodging a boulder upon 
a hillside. You work a half hour. You 
toil and push, and the stone is in the 
same place. One more strong effort, 
and over it goes. The best insurance 
agents are inwardly astonished at the 
unexpected ease with which they some- 
times at last win out. The fact is they 
had their prospect convinced but didn’t 
know it. So be of good cheer—the 
moment when your prospect brings up 
that last strong objection may be the 
moment when he jis inwardly the 
weakest. 


TRAVELERS FIGURES 





Accident Benefits Paid During 1914 
Nearly $2,000,000—How Claims 
Are Divided 





1914 Accident Benefits 


Death and dismemberment 

losses (including double pay- 

ments of $134,697) ......... $745,197 
Weekly indemnity ........... 909,298 
Elective benefits ............ 57,810 
Surgical benefits ............ 50,866 
Miscellaneous indemnities .... 6,950 

ee ne ae ee eer ae $1,770,121 
Five-Year Period—1910-1914 Inclusive 
Death and dismemberment 

losses (including double pay- 

ments of $789,453) ........ $3,938,769 
Weekly indemnity .......... 4,324,670 
BDlective benefits ............ 261,163 
Surgical benefits ............ 205,415 
Miscellaneous indemnities .... 27,729 

re ene $8,757,746 





C. A. TIMEWELL, Resident Manager 
123 WILLIAM STREET 





Your Prospect W ants 


his accident policy in a company with a reputation 
for prompt and fair settlement of claims. 

For 28 years we have been building such a 
reputation. Ask our policy holders anywhere. 





Live agents wanted for unoccupied territory. 


The STANDARD ACCIDENT INs. Co. 


of Detroit, Mich. 


Write for full particulars of 


Our Latest Policies 
They will get business for any agent. 


NEW YORK CITY 














a 
Georgia Casualty Company 
MACON, GEORGIA 
W. E. SMALL - : - President 
Surplus and Reserves over $800,000 
Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 
AGENTS WANTED IN UNDEVELOPED TERRITORY 


Apply PETER EPES, Agency Manager, Home Office 














A Strong Casualty Company 

























GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT—HEALTH—LIABILITY 


Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 
Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 



























THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 
Chartered 1874 


PLATE GLASS 

PERSONAL ACCIDENT O E 

RERSONAT “As POLICIES 
OF THE MOST APPROVED FORMS 


EUGENE H. WINSLOW, President 
R. R. CORNELL, Vice-Pres 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Bec. 


Reliable and Energetic Agents Wanted 


























NEW ENGLAND CASUALTY COMPANY 


HOME OFFICE BOSTON, MASS. 








Capital $1,000,000.00 Inconporated under Massa- 


Laws in 1901 
Fidelity and Surety 
Bonds, Burglary and 
Theft, Accident and 


Health Insurance 


Liability and Automo- 
bile Property Damage, 
Workmen's Compensa- 
tion 











CORWIN McDOWELL, President 
A Strong Reliable and Conservative Company 


New York Branch Office 80 Maiden Lane 
















Prudential Casualty Su. 


INDIANAPOLIS 


LINES WRITTEN 


Commercial Accident and Health, Burglary and Plate Glass; Automobile 
—Liability—Property Damage—Collision; Employers’ Liability—Public 
—Teams—Elevator; Workmen's Compensation—General Liability 
—lIndustrial Accident and Health. 


Assets Over a Million 
Satisfactory Service to Policyholders and Agents 














‘py ; 
fo ORGANIZED 1886 


Norty AMERICAN AcciDENT INSURANCE (©. 


THE ROOKERY 
CHICAGO 


ASTER > FROGS Sy. 






THE EASTERN UNDERWRITER 





"March 12, 1916. 











GOOD SERVICE 


is the foundation upon which to erect a successful business. 
Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 
Specimens of Life,’ Accident or Health policies cheer- 
fully furnished. 


{For Agencies Address? 
The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 









F roRT ‘WORTH, TEXAS. 
Es 


Ciniie Minnie 


AGENTS WANTED RE-INSURANCE SOLICITED 


C. D. HILL, Vice-President and General Manager 
B. F. ALLEN, Jr., Secretary-Treasurer DR. BACON SAUNDERS, President 











THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 











CHICA GO Resident Manager 
daneoaitiatie 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, Elmer A. Lord & Co. 
145 Milk St., Boston 
Burglary, Boiler and nba thsi “oath set 


Credit Insurance catabiwned “000 New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 


WM. G. WHILDEN, President 


New Jersey Fire Ins. Co. 


NEWARK, N. J. 


Capital 
Net Surplus 


GEO. E. LYON, Secretary 


$1,000,000.00 
426,215.23 





Fire, Tornado, Lightning & Automobile Insurance 
AGENTS WANTED 








The NATIONAL of Detroit 
22> Pioneer of Accident and 
Health Insurance. 





Salaried positions for high-class men of experience. 

























WHAT YOU DESIRE IS COMING TO YOU 
No ‘‘ifs’’ ‘‘ands”’ or ‘‘buts’’ the 
GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELL | 

GET NEXT! 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 














Reduces Rates, Protects Property 
and Saves Life 


The “Relc” Stationary Chemical Engine connected to inte- 
rior standpipe and hose systems, employing small piping, 
with the customary number of outlets on each floor of a 
building furnishes an effective defense against fires that can- 
not be extinguished with portable apparatus. 


It has been used successfully to supply Automatic Sprinkler 
Systems in the more hazardous parts of buildings, where 
fires cannot ordinarily be controlled by water alone. 

The principle of the ““RELC’’ Chemical Engine has been en- 
dorsed by the Underwriters’ Laboratories, Inc., Chicago, 
Ill., and reductions have been made in fire insurance rates 
for this protection where application for credits have been 
made to the proper rating organization. Send for catalogue. 


Relc Extinguisher Corporation of America 
95 William St., NEW YORK Empire Building, ATLANTA, GA. 


























“Two of the Oldest and Strongest Fire Insurance Companies of France” 






GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1838 
Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES & CO. 


United States Managers 
No. 123 WILLIAM STREET 


FRED. S. JAMES 





NEW YORK CITY 


GEO. W. BLOSSOM 





























